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PEORIA LIFE 
INSURANCE COMPANY 


offers to its agents 
& program of constant 
all-year-round service ~ the 
SES practical kind of service that 
W. L. Luellen ! makes them successful , : 
like many leaders of the Co-operation 


ay & 4S and prosperous. Headquarters 


rose to a State Manager's 
position from the ranks. Peoria Life Home Office Building 
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Cooperation That¥Counts 


March winds may blow and skies be overcast, but Peoria Life Agents are 
in high spirits. The campaign to “Bring Home the Bacon,” which started 
February first is in full swing. Every Peoria Life agent is absorbed in a most 
useful—and most profitable—occupation. He is busily engaged in amassing 
the greatest possible volume of “bacon”-yielding business. 
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The climax comes at the close of the month with the “Pig Market” in 
every state. “Silver Dollar Day,” it is called in the Agency Force, because 
at this time every agent redeems his “bacon” for new shiny silver dollars. 


LUTTE EU 


Interesting though the silver dollar feature is, it is not by any means the 
main consideration. The program calls for inspiring meetings and practical 
discussions. From the Home Office come the officers of the Company to rub 
shoulders and exchange views with the agents, as they frequently do through- 
out the year. It is an occasion of good fellowship, a fitting close to the first 
quarter of the year, an inspiration to further efforts. 


March is always one of the biggest months in the calendar for Peoria/ 
Life Agents. It brings them big business. More than that: with the helpful 
cooperation of their Company, it sets them on the way to greater results and 
more complete success. 
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Combined Annual Statement 


AETNA LIFE INSURANCE COMPANY 


And Affiliated Companies 


ETNA CASUALTY and SURETY COMPANY AUTOMOBILE INSURANCE COMPANY 
of HARTFORD, CONNECTICUT 


MORGAN B. BRAINARD, President 


THE STRONGEST MULTIPLE LINE INSURANCE ORGANIZATION IN THE WORLD 


Total Assets - - - - - $260,15 2,435 
$38,625,875 
$108,277,180 
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Total Surplus to Policyholders 


Total Income in 1923 - - 
Paid Policyholders Since Organization - $ 562,338,293 


74th Annual Statement 
AETNA LIFE INSURANCE COMPANY 
Capital Stock $10,000,000 


Life, Accident and Health, Liability and Workmen’s Compensation Insurance 
Life, Accident and Health Group Insurance 


Assets - - - $224,647,296.06 

Liabilities - - $ 196,86 3,406.92 

Surplus to Policyholders $27,783,689.14 
Increase in Premium Income $ 793779251 
Increase in Assets se ee oe 17,605,517 
Increase in Surplus to Policyholders . . 2,558,666 
Increase in Life Insurance in Force . . 259,560,242 
New Life Insurance Paid for in 1923 511,610,544 
Lite Insurance in Force January 1, 1924 — 1,593,588,750 
Payments for Taxes in 1923 a eee 1,742,987 
Payments to Policyholders during 192 3 37,04 3,588 
Paid Policvholders since Organization 492,917,232 


17th Annual Statement iith Annual Statement 


AETNA CASUALTY & SURETY CO. AUTOMOBILE INSURANCE CO. 


Capital Stock $2,000,000 Capital Stock $2,000,0¢ 


Assets - - - - = §$18,999,053.13 Assets - - - - $16,505,486. 30 
Liabilities - - - - 1 2,684,414.75 Liabilities - - - - 11,978,7 38.89 
Surplus to Policyholders 6,315,238.38 Surplus to Policyholders 4,5260,747.41 
Increase in Premium Income $1,850,623 Increase in Premium Income $7,994,624 
Increase in Assets » + «+  24460,353 Increase in Assets . « « 3,871,498 
Increase in Surplus 707,760 Increase in Surplus... 264,263 


Automobile, Fire, Marine, and General Casualty Insurance— Fidelity and Surety Bonds 


ALTNA-IZE 
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METROPOLITAN WILL 
PUSH INSURED THRIFT 


Plans Campaign for New Form of 
Group Insurance Recently 
Instituted 


EXPLAINS THE CONTRACT 


Gives Details of Bancroft Policy, the 
First Contract of Kind to Be 
Issued 





Insured thrift, the new group life in- 
surance idea, which was inaugurated by 
the Metropolitan Life recently and later 
taken up by the General, 
is now being developed by Metro- 
politan as a definite branch of its group 


Connecticut 
the 


insurance department. The company 
has given a detailed analysis of this 
new form of group insurance to all its 
agents and has urged them to fit this 
into their program in making 1924 a 
group insurance year. The field 1s now 
well acquainted with group life, with 


group sickness and accident and group 
accidental death and dismemberment 
insurance, but the new torm of group 
insurance, insured thrift, is little known 
and has been tried out in but a tew 
places. 

Originated by Metropolitan 


inaugurated 
insured the 


The Metropolitan Lite 
this idea recently when it 
Joseph Bancroft & Son cotton mills, 
near Wilmington, Del., supplying this 
form of contract to Mr. Bancrott to 
meet a need which he had found in his 
plant. Mr. Bancroft had wanted to sup- 
plement the unsatisfactory saving tund 
in his mill and the only system he could 
find to accomplish this was the unique 
form of group insurance offered by the 
Metropolitan Life. The entire matter 
had its beginning in the canvass of the 
company for group life insurance by L 
H. Hanna, then manager of the Wil 
mington district, but since appointed a 
supervisor in the group division. Mr 
Hanna found John Bancroft, president 


of the company, and his associates ce 


sirous of some form of protection, but 
not convinced that group lite msurance 
would satisiv. their desires. Phe 
wanted a plan that would induce them 
employes to save as well as protect then 


in the event of death. In response to 
this the group division provided a con 
tract with three parts, a pure endow 
ment at age 60, a basic group life insur 


ance policy and an increasing group life 
insurance policy The plan is similar 
to the insured savings plan adopted by 


many banks. 


Explains New Plan 


The company has given the tollowing 
explanation of the plan, calling the three 
parts, for convenience, No. 1, No. 2 and 
No. 3 in the order mentioned, each ‘call 
ing for the payment of $1,000 
Take the pure endowment—No. 1 
first of all. It calls for the payment t 
the employe of $1,000 if he attains age 
60 and continues his deposits up to that 


CAMPAIGN IS LAUNCHED 


FIRE FIRST CONVENTION GUNS 


Local Association and Chamber of Com- 
merce Send Out 3,200 Spe- 


cial Invitations 


LOS ANGELES, ( 
rhe publicity committee of the Life 
Underwriters’ Association of Los An 
geles, of which Will G. Farrell is chair- 
man, is being given splendid support by 
the Chamber of Commerce of this city 
in its Campaign to influence a maximum 
attendance at the annual convention oft 
the National Association, which is to be 
held in Los Angeles next July It re 
cently mailed 3,200 special invitations to 
general agents and 
agency managers in the United States 
and Canada, together with a letter from 
the local association his material was 
accompanied under separate cover by a 
handsome art limned booklet descriptive 
of the many attractions of southern 
California as the summer playground 
of America 


AL., March 18 


a selected list of 


Chambers of Commerce Aid 


Other chambers of commerce, notably 
those of San Francisco and Seattle, are 
also actively cooperating in the 
paign by the systematic distribution of 
interesting publicity, and effort is 
being made to attract a large attendance 
to what it is cont dently beheved will be 


cam 


every 





MERGER CONSUMMATED 


FORT WORTH LIFE IS SOLD 


Control Purchased by Officers of South- 
ern Union, Mistrot Becoming 
President 


Mar. 18 The major 
ity of the stock in the Fort Worth Lite 
Insurance Company of Fort Worth 
quired by L. Mistrot, Tom Poy 
and*E. M. Wilson of Bart 
lett Mr. Mistrot has been elected 
president of the Fort Worth company 
and Mr. Poyner vice-president Chey 
are president and vice-president respec 


WACO, TEX.., 


has 
been A 


ner of Waco 


tively of the Southern Union Life of 
Waco Mr Wilson is also a st wckholder 
in the Southern Union. He was elected 
treasurer of the Fort Worth Life 
Will Not Move 

Mr. Povner has made a definite at 
nouncement that r Worth Late 
will not leave Those tor 





merly in control any turned 


flattering otters tor the 


purchase the business tor the reason 
that they would not consent to have 
the company leave Fort Worth he 
new officials have not had suthcient time 


as vet to work out definite plans for the 
conduct of the but it will be 
continued at its present location Phe 
Fort Worth Lite has een conducted 
very conservative and the 
well and is 
vell seasoned It was organized in 1906 
ind at the close of 1923 had 
force. Its admitted 
were $2,000,000 Souther Lnion 
l ite also has 


OOo O00 


business, 


along lines 


business has been selected 


STS 000 000 
insurance m assets 
nsurance m torce of $18 


Its imerease "W Dusiness 


ss 000.000 The annual agency 


the Fort Worth Life was 


Vear Vas 


ame of A. F. Ashford has bese vudded 
Mr. As! 


secretary. S. H 


otnciais 








time. If death occurs before age 60, his 


one of the best conventions which has 
ever been held by the National Associa 
tion The Mutual Life of New York 
Connecticut Mutual, Pacific Mutual an 
Northern Life ot Seattle have already 
signihed their intention to hold their 
respective annual agency mectmigcs 
Los Angeles next Julv to permit then 
representatives also to enjoy the ¢ 
ention of the National Ass 

venelicial naturally, rece 

rom this source 

But should death occur betore age 60 
the basic group hte rance Nc } 
omes into play, and the $1,000 ts paid 

the beneficiary as a death cla under 
his phase ot the contract 

Now as dep. sits conti ‘ ate i tund 
accumulates Nc the mcreasing 
group lite—hkewis« rows 1 alue. It 
Ss arraiige lon i shding scale causes 
t te creast } e tron it tive 
tin« the col tr act = 3=*> 1 >1 nen 
it the time he deposttor atta s age 00 
le ic fro this phas« the that 
the retur ( dey sits 1 ( ‘ t 

s made possible eve ' 
irranged as to make t Ss reserve alw 
shahtly excess ot ¢ al int the 
depe Sits 

Now what Cc we In cas he « 
plove lives to the age of 60, he rec 
$1,000 ler phase Ne cle ‘ 
ther two, nothing But his deatl 
vccurs betore 60, his bet Clary receive 
1.000 under phase N\ >and a irving 
amount under phase N 

Under the Bancroft contract, pa le 
ductions are determined o1 loubl 
msis—age at entry and length of serv 
ce The vounger emploves pav less 
the beginning than their older fellows 
But for each five vears ot service a re 
duction in the amount of deposit is 
made. 


WESTERN UNION LIFE 
LICENSED IN NEW YORK 


Pacific Coast Company Is First 
of Younger Companies 
to Take Move 


FOR BUSINESS 


TO -PUSH 


Organizes Eastern 


Department and 
Names R. K. Hubbard as 
Resident Vice-president 


Phe Western Union Life of Spokane, 
\W ash has New 
York and has organized its eastern held 


with Ralph K. Hubbard as 


been admitted 


into 


resident 


vice-president The Western Union is 
the first of the younger companies and 
the only one of the Pacific Coast life 
companies which have qualified under 
the New York law. be ing able to do so 
under its form of organization which is 


unique for Che an 


younger companies 
nouncement is of particular 
felt that the 
not toe the 


New York 


interest, as 


it has been younger com- 


could 
quired by the 


panies 


mark as re 
laws 


Had Unusual Plan 
Several 
Life 
igh 
to younger 
voluntarily 


Western Union 
initiated plans which eliminated the 
commission contract usual 
companies The company 
instituted changes in its 
contracts to bring them within 
the strict requirements of the New York 
law his innovation tor a 
company and the move attracted 


years ago the 


] 
agency 


agency 


Was an 


young 


the attention of all life company execu 
tives \t the close of 1922 the com 
pany valued all of its business then in 
torce on the select and ultimate basis 
Che reserve on all business written since 


that time is cor upon the Ameri 
percent full 
These radical 
mstituted by 
General Manager 
Uneapher, temporarily slowed the 
vrowth « the cx pany, but have re 


ted in a more permanent growth on 


puted 
perience table ; 
method 

( inges organization 


Vice esident and 


Will Drive for Business 


n is planning to make a 
dehmite drive tor business m= eastern 
\ nduct an 
campaign in New York, New Jersey 
Pennsylvania, Ohio 
i territory 

charge of Vice-President 
Hubbard, who goes from the 
Best Company, with 


active 
and 
will be 
Ralph K 
Alfred M 
was 
life depart 
Hubbard began his life in 
} 1883 the tute 
Homans, the 
American experience 
For 6 vears he 
was with the old Provident Savings Life 
of New York, serving in all 
and retiring as an executive 
twelve has 
fred M. Best Con 


life department 


castern 


h he 
president, in charge of the 
ment Mi 


whic vice 


under 


' 
stv ppard 


ork in 
late 
compiler ot the 
rte ot mortality 
capacities 
officer, For 
with the Al 
m charge ot its 


vears he been 


ipany, 





Now that the New York insurance 
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Kk xpansi n wiar are being carried out 

] the Banker Reserve Life of Omaha 
eb hicl sno plas ng to enlarge 
it activitic n territory somewhat re 
ved fre the hor nee The com 
making an active drive for new 

rent Per Viva i, Delaware and 
Maryland and in Illinois, Iowa, Michi 
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department has admitted the Western 
Union Life of Spokane, it is confidently 
anticipated that a number of other de- 
sirable life companies of the west and 
south will seek entry, and arrange for a 
share of the big business that is to be 
had by wide-awake solicitors in this city 
and other populous centers throughout 
the commonwealth, Although New 
York is the home of a number of the 
giant life companies of the country; 
non-state offices of good repute and 
with aggressive local repre sentatives 
find no difficulty whatever in getting a 
fair share of not a little of 
which is controlled, locally at least, by 
brokers. Some years ago when the 
Bankers Life of lowa_ altered its 
method of doing business, it sought and 


business, 


promptly gained entry into New York 
Phat was in 1911; since which time no 
other western office has made applica 


tion for admission. 
Provisions Liberalized 
Last year the 


reserve requirements of 


the state were amended so that any 
company qualiiying under the Illinois 
standards and observing the expense 


requirement of New York could se 
cure a license here. A number of the 
western offices are abundantly able to 


meet all financial requirements, but have 
hesitated about complying with the ex- 
pense rule, declaring that in order to 
get business in competition with some 
of their aggressive competitors they 
have been 1 to pay commissions in 
excess of what they hold to be proper, 
and that this would bar them from the 
Empire State While Superintendent 
Stoddard of New York favors a modi- 
fication of the existing expense regula 
tions as set forth in Section 97 of the 


1orce 


state insurance laws, feeling that small 
and new companies might be granted 
some concession in order to obtain a 
footing in competition with their power 
ful and well established rivals, he has no 
thought of lowering the bars to an ex 
tent that will permit unwarranted ex 
penditures or imperil the safety of con 


tract obligations Orthodox company 
executives of both this and other states 
while sympathetic with small companies 


and willing that they should get a share 


of good business, are yet steadfastly op- 
posed to high acquisition costs, and 
would vigorously oppose any change in 
the existing statutes that might tend 


toward that direction 


Ihe Western Union Life has been in 
business since 1906, and writes non-par 
ticipating business only. It has assets 


in excess of $7,000,000 and a substantial 


urpius over al d above its capital and 
ill other labilities. ts busine in tore 
is well bevond $50,000,000 

Under the management of Ralph K 
Hubbard as ct president resident in 
Ne York Cit tl company plans 
seeking a desirable business througl 
ecognized channels in this and othe 
eastern states, but will carefully avoid 
)] i spectacular methods or doing 
ught that git mure t« the disad 

ntawe ot its present o itur¢ policy- 


La Payette 1 Life’s Good Showing 


Asse of $3,137,346 are shown in the 

ppt diamer of the La Fayette Life 

Policy reserves are $2,671,913 and the 

ttac rp n accumulations 

‘ ( s held for policyholders 

t to $369,970 The gain in ad 

tte et 14 s $ 128, it 

‘ e £200_.000 80 ae t with 
‘ tate Indy a S352 000.93 Insur 

‘ f ‘ i it $20.000.000 The 

: pa e that has built 

Ithor nearly 20 y« Id, it is now 
1. : ; , ; 


middle 


west 





i 


its Dominion 


$59,647, also a substantial gain over the 
gure of the previous year \ very 
small lapse ratio was reported for last 


000, have 


companys It also reflects the general 
health conditions throughout Texas and 
Louisiana, where the company is operat- 

The full slate of officers elected at 
the mecting o the board of directors 
last VOCK s a tollows H. M. Ha 
PTOVE president: W H Stark, vice 
president C. H. Moore, vice president 
I, R. Bordages, vice-president; J. 5S. 
Kdwards vice president; (,corge \ 
Wells. secretarv: B. R. Norvell, treas 
urer: Oliver J. Todd, attorney; Dr. D 
S. Wier. medical director; Chas, H 
Stroecl ssistant treasurer; S. A. Riggs, 

sistant ecretary K vle Wheelus, as 

tant secretary; J. F. Gilbert, agency 

Maritime Life Licensed 
The Maritime Life of Halifax, incor 


ANNOUNCE PROMOTIONS | 


SAN JACINTO LIFE ELECTS 


Company Now in New Home Office 
Building at Beaumont—Reports 
Excellent Year 


The San Jacinto Life of Beaumont, 
Tex., which only recently moved into 
its new skyscraper home office building, 
has made remarkable 
by the annual report presented by Pres- 
ident H. M. Hargrove at the annual 
meeting last week. At this meeting J. 
S. Edwards, who has been secretary of 
the company since its organization 10 


progress as shown 




















JACINTO BUILDING 


NEW SAN 


years ago, was elected a vice-president 


C,eorge A, 


and Wells, assistant secre- 
tary since the organization, was elected 
secretary to succeed Mr. Edwards. The 
report of the officers reflected the satis- 
factory condition of the oe paee & af- 
fairs and the figures showed a substan 
tial gain in all departments of "the bus! 
ness during the past year During the 
vear the company moved into its new 
home office unit ling, which is the show 
place of the business district of Beau 
mont 


Shows Big Growth 


Phe company now has approximately 
$16,000,000 outstanding business and to 
tal admitted assets are $1,729,880, a gain 
of $550,000 during the year. The com- 

now 


pany’s surplus to policyholders is 


vear, showing that the company’s large 
family of policyholders, now about 10,- 
been sold on the merits of the 


orated recnetly by a special act ot the 
evislature of Nova Scotia, has received 
license. 





BIG POLICY IS CLOSED 


COVERS I. & G. N. EMPLOYES 


Contract for $1,300,000 Is Placed by 
Metropolitan Life on Disability 
and Life 


NEW YORK, March 18.—More than 
1,000 of the employes of the Interna- 
tional & Great Northern Railroad, with 
lines in Texas, have been insured by 
the Metropolitan Life under its group 
plan, by direction of T. A. Hamilton 
of Houston, president of that transpor- 
tation system. Those of the workers 
who receive protection under this ar- 
rangement are the employes in the shop- 


cratts, the section maintainance of ways 
division and the station agents. The 
insurance certificates issued to the em- 


ranged according to income. 
For those who earn $150 a month or 
less there is $1,000 in life insurance, 
$1,000 of accidental death and dismem- 
berment insurance and weekly benefits 
of $10 a week for 13 weeks in the event 
of disability. For those who earn more 
than $150 a month the life insurance 
and accidental death or dismemberment 


ployes are 


benelits are doubled, while the disability 
benefits are increased to $15 a week. 
The insurance involved in this group 


policy now totals about $1,300,000. The 
contractual obligation to pay the death, 
accident and disability claims is not the 
sole responsibility the Metropolitan Life 
has accepted in placing this Interna 
tional & Great Northern policy. It 
purposes to give to the insured workers 
the benefit of the services of its welfare 
division. 

In the event of 
be attended by a 
and at trequent 


illness, a worker will 

Metropolitan nurse, 
intervals he will re- 
ceive instructive literature, which deals 
in such a way with health and sanita 
tion subjects that he will find them easy 
to understand and to practice. In addi- 
tion to these aids, the Metropolitan’s 
trained technicians in the Policyholders’ 
Service Bureau will be available to the 
railroad’s executives. 


CANADA SHOWS GREAT GAINS 
Notable Increases in Life Insurance Is- 
sued Last Year As Compared 
With 1922 aa 
OTTAWA, ONT., 
ures compiled by the department of in- 
surance from the annual statements of 
the companies for the business of 1923 





Mar. 18.—Fig- 






show a marked increase in the amount 
of life insurance issued as compared 
with the previous year The gross 
amount of life insurance issued was 
$631,057,726, made up of $519,712,489 or- 
dinarv, $95,267,022 industrial and $16.,- 
OS88,215 group. The total compares with 


$577,531,503 for 1922; $577,207,829 for 
19°71 and &$689,875,950 for 1920. In the 
latter year the group business, then 
transacted for the first time in Canada, 


i535, so that, ex 
production 
per- 


amounted to $66,769, 
cluding group 
of business in 
cent of that of the 

The total business issued is divided 
as follows: Canadian companies, $414, 
United States companies, $195, 
and British companies, $20,255 


business, the 
1923 comes within 3 
record year 1920 


SS5,602: 
UTS O68, 
156 

The total 


$3,433, 


force Dee. 31, 
which $2,- 
was carried by Canadian 

1,148,071,506 by United 
and $97,879,001 in Brit 
his shows an increase 


business in 
1923, was 155,454, ot 
IS7,404,047 
companies 
States companies 
ish companies 


of $20°.009.0423 over the amount in force 
at the end of 1922 
Lapses and surrendered policies con 


tinued high during the year, the 
amounts being $73,562,536 and $218,429, 
860 respectively, as compared with $57,- 
52.385 and $231,685,935 respectively in 


1922 





MEDICAL MEN ADVANCE 


JOHN HANCOCK PROMOTIONS 
Dr. Edwin H. Allen Has Been Made 
Medical Director-in-Chief—Dr. W. 
B. Bartlett Also Gets Title 


Aiter 34 years of service with the 
John Hancock Mutual Life, Dr. Edwin 
H. Allen has been appointed medical 


director-in-chief, with the title of med- 


ical director, to fill the vacancy caused 
by Dr. Haines’ recent death. He began 
as an assistant to the medical director 


Im 1890, 
titioner, 


served variously as active 
examiner for the company and 
part time assistant in the medical de- 
partment from 1892 until 1906. Dr. 
Allen is a graduate of Dartmouth, class 
of 1885, and of the Harvard Medical 
School, 1889, 

In 1906 he was called to the 
fice permanently, and in 1917 
his appointment as assistant medical 
director, which position he occupied 
until his promotion, received in recog- 
nition of long years of service with the 
company. 

Dr. William B. Bartlett, who has been 
cénnected with the company since 1917, 
has also been appointed medical direc- 
tor, Dr. Bartlett was formerly assistant 
medical director of the Phoenix Mutual 
Lite. He is a graduate of Harvard and 
received his degree of M. D. from the 
Harvard Medical School. 

These changes also involve the ad- 
vancement of Dr. Byam Hollings and 
Dr. Roland A. Behrman of the home 


prac- 


home ot- 
received 


office staff, who have been made assist- 
ant medical directors. 
Dr. Hollings was for many years a 


field examiner for the company and was 
formerly assistant superintendent of the 
Massachusetts General Hospital. He 
joined the company’s home office med- 
ical staff as inspector in June, 1919, and 
is now at the head of the company’s 
X-ray department. 


Dr. Behrman became connected with 


the company as field examiner in June, 
1919. Previous to that he had experi- 
ence on the visiting staff of the Boston 
City Hospital, the Boston Consumptive 


Hospital and as instructor at Tufts Med 
ical School. Dr. Behrman now has 
charge of the home office laboratory. 


PUSH RESERVE LOAN BUILDING 


Company to Take Temporary Quarters 
by April 1 to Allow Start on 
Construction Work 


Plans have been completed by the 
Reserve Loan Life for the construction 
of a modern, tour-story office building 


to cost approximately $360,000. The 
company will remove its office force be 
April 1 to temporary quarters in 
the new Medical Arts building at Indi- 
anapolis and work of wrecking the build 
ing now occupied by the company will 
be started at once. 

building will occupy the en 


lore 


The new 
tire lot, with a frontage on Pennsyl 
vania street of 67.5 feet and running 
back 195 feet, and will contain about 
62,500 square teet of floor space. It 
will be of reinforced concrete construc 
tion, taced on the sides and rear with 
pressed brick. The front will be of In 
diana limestone, with three pillars ot 


Construction of the 
walls will be of sufh- 
cient strength to enable the construc 
tion later of eight additional stories 
rhe building is expected to be ready 
late in the autumn 


polished granite 
foundation and 


for occupancy 
president of 


Virginia 
sailed 


Ww. L. T. Regersen, vice 
the Life Insurance Company of 
accompanied by Mrs Rogerson 
from New York the other day for Fu 
rope He plans to tour several of the 
continental countries, winding up the 
trip by visiting relatives in Rome. 
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COMPANY EXECUTIVE 
DEFENDS PART-TIMER 


He Has Vital Place in 
Every Scheme of Life 
Insurance 





Says 


NEEDED IN MANY CASES 


Specialist Covers: Moneyed Prospect, 
but These Men Provide for Great 
Army of “Small Fry” 


A vigorous and spirited defense of 
part-time agents was made the other 
by the 
medium 
about 15 


conversation 


vice-president of one of the 
sized companies, operating in 
states, during the 
number of 

This 


official feels that the part-timer has 


with a 
company executives. 
been 
unnecessarily and unfairly maligned. He 
that the iti 
and 


believes part-timer has a legiti- 


mate permanent place in the sale 


of life insurance, and that in spite of all 

of the attacks that may be made upon 

him, he will continue to be considerable 

of a factor in the production of business 
Piace for All 


Explaining his views to those who 
were listening, this official said: “It 
takes all kinds of agents to sell all kinds 
of people. Let’s not lose sight of the 
fact that the average policy produced 1s, 
after all, very small. With any com- 
pany that you might name t 


he size of 


the average policy last year was some- 


where between $2,000 and $3.000. Think 
of the hundreds and hundreds of $1,000 
policies that must have been sold in 
order to keep down the average. Con 


sider that there are more large policies 
sold today than ever before, and yet the 
size of the average policy has not in- 
creased a great deal. Inquiring into 
the subject with this point of view, 
don’t you see that the small policies are 
still the foundation of the 1 
any life insurance company? 
Policyholders Needs 


success ol 


Small Them 


“Who is going to sell all of these 
small prospects who need life insurance 
most of all? The inheritance tax ex- 
pert, or the carefully trained program 
life insurance ‘presenter,’ or any sales- 
man of that type? You know that they 
are not, because they are taught not to 
bother with the man who cannot buy a 
larger amount of life insurance 

“The man most in need of life insur 
ance is not the big financier who buys 
a large policy to protect his heirs from 
the operation of the inheritance tax, but 
the small salaried man, the little mer- 
chant, the individual with a meager 
income and a‘ family to support A 
$1,000 policy looms large on the horizon 
of such a man and is a plain necessity, 


not a luxury. If we are to serve the 
community in a broad way, we must 
reach the prospects of this kind and 


see that they are sold We must em 
ploy agents who can sell them. If those 
agents happen to be part-timers, what 
is the harm. If they are getting to and 
selling the people that need life 
ance most, why should we not be proud 


insur- 


of what they are doing instead of trying 
to drive them out of the business? 
Does Not Harm Community 

“Some of the most spiritually minded 


in life insurance are taking the position 
that the life insurance does a 
favor to every man that it places in the 
business. That is, it is argued that be- 
cause a life insurance salesman is of such 
onstructive help to the community, the 
company that puts him in the business 


company 


places render a 


BAKER FOR TAX CUTS|SEEK EXPENSE CHANGE 


KEEP ONLY DEPARTMENT FEES | PROPOSE NEW YORK REVISION 


| = 
Kansas Official Says Abolishing Special 
Insurance Taxes Would Reduce 


Insurance Cost | 


Legislature Gets Bill to Increase Limits 
and Liberalize Allowance for all 
Companies 


ie iaW Vering 


TOPEKA, KAN., Mar. 11—Ii Kan-| Ar 


, 
1 the taxes n 





sas would abolis! nses of life com 























against all of insurance in this | panies as recommended 
state it Ww ean the reduct ot } Sy ° cis R Stod 
$1,250,000 < cost of ms ce ft } P ' < ted a 
the peopl s is the belie Super- \ laaie ; . : ' y : e. ; N 
intendent I insur é Bay oR . —— 
0 cag Stes ten a ; om cea ae ¢ Stodda ! I recomni led tha 
ye peta g! < aSt Yea ‘ total expenditure limit be changed 
pay more than $1,000,000 into this de . 5 
partment in fees and taxes,” said Mr sar tb Se eee 
Baker. “The fees paid | e ne Lt 3100 is n 
nies for filing the annual stateme te 1 cases thie I n all classes 
ssuing certilicates of aut! yt ; cl wa ralizatic the ex 
ict business Kansas lt ees c $ 
the licenses for agents at ut 7 LA 
$250,000 a vear That est . - 
on thie nee egg gE EP I “ Affects Expense Limits 
six times more tl mg Yes | 
1 \\ ill wed its s t ties bly S 1] 
Coelleet from Policyholders “ > 
Phi panies, in figuring their t \ 
osts, add the state taxes to the gross tit ‘ pter 28 
premium and collect from the policy- | ' dated 
holders. In actual practice the comy 
nies collect more than they actually pa ' led 
to the state in taxes I am firmly o 
the opinion that if the state would abol- | Subdivision 2. N ry 
ish the 2 percent premium tax, it would é neur any expens r per 
save the people of K \ se tol de red 
as much as is no behalf der any agree t 
alone The fees for vitl . _ - - 
cates should be os "7 ns oe ° 6 ot A : 
idea that the est ; x ‘ avs a y 9 
these taxes but I think it we 1 he nr wit) . t and 
real benefit to the people if it would do | 1 s no. rigac ! ex 
so and « lect the fees only w hic “ 1] [ ee it t t 
be more than sufficient t pav all of the waings u l 
expenses oft the department even if its | t . 
activities should be materially exte d _ — ; . on : 
The collections for the department | gy og Stites ad . ; 
passed the $500,000 mark last week s of d talit 
This is $125,000 more than the depart hereinbefore mentioned. Provided, how 
ment had collected up to March 15, 192 iny t ' rk 
With the exception of the fire marshal | ess than $ f 
and firemen’s relief fund tax all of the | ere ‘ ex x 
fees and taxes go into the state treasury) . : . . am p : : Pe 
for the support of the state government io Selassie percentag ~ 
The department is supported by direct | iene for the pre ae calendar 
appropriations of about $45,000 a year | year, to wit: [having at the « f sucl 
for salaries and expenses | year less than $20, , 40 t 
. 1) e $ hut ea t) ‘ 
r| 1 ent t scr ) 
high character of service that was not ss t $40.0 per t g 
possible in his other work This being | 4°." 0, but less than $5 
the case, we are actually helping the | ” ent; having got “t . - ' 
part-time agents to help the community | 7 < ‘ ' e aa aa 
by putting him in the business The], ~ 2 , th $8 
companies cannot take all of the ri , } e $80 ond 
sponsibility lf they bring men into] less t $9 percent ving 
the business and those mé¢ 1 t ; but Ie $ 
ceed, their failures ca t ; s he per uf >? t 
charged to the company Eve f tb I 
part-timer goes into the life insurance Changes Perecntane 
business, produces only ten policies 
then drogs out, he has not damaged é s than $ 
community or himself Instead he : ; n for to I 
: : mitted fr t! new t 1 tl st 
sold life insurance to ten people t coe eg tes he dong + Ele > o 
perhaps would not have had it other > aands ee Ghat wantin tm tl 
wise, and thus he has improved the | te replaced by tl fo . 
situation even though he has not he a3 rope EE , 
come a factor in the business P a 7 , ' . im paying | 
Is Necessity in Whole Plan surat ; for “9 _* nt; hav - $: 2 
O00. ss ft i 
“But I dislike arguing the cas the “a " a nt aN +4 at 
part-timer point by point That is be sneer Maanear Ree “© %? 
side the mark. The big enveloping idea |} a * apne 
is that the part time agent is an abs percent havine $8 a ) but les 
lute necessity in the lit insurance | than $83 ” of ! 
scheme of things Think of the hun-]| percent; having $8 00 but 
dreds of part-time the small tow > , ra J t 
villages and hamlets Per! aps tl \ ire | ; ne you.e a - at - nm ve ; 
in a half dozen or a dozen other activi- | ,. ak ae _ ae p . 
ties. They sell life insurance her iar ena sll — 
there and when they « hey | ‘ P } rat 
with them as part of the quipn ent. | t x 
They talk it and urge its purchase wl nditur l 
in opportunity i ses ds treque ly | : , , : ! . . , 
create the opportunity rt big ! i — ‘ 5 
ducing specialists and experts [Re tT biesndtied af : aA 
large cities cannot, of course, get this | of expenditures het befor defined.) 
(CONTINUED ON PAGE 26) This act shall take effect immediate) 





him in a position to 





WAR DESTROYS VALUE > 
OF LIFE INSURANCE 


Attorney George Gordon Battle 
Speaks Before the New York 
City Life Men 


THRIFT IS DISINTEGRATED 


Devastating Hand Is Heavily Laid on 
the Savings of People of Any 
Country Involved 

Battle prominent 


talk at 


i) i ohte s ol 
‘ ‘ pe 4} » =») di ectl 
. rR war as 
s nee It is a 
l R t life insurances 
1 tec ependents in the 
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" | . ipproximatel 
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’ ' R + 
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saving Col M \ ] 
I ec ec! ested 
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‘ S shlv and 
\ ry s | and at 
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c*> i ¥ ll ‘> 
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s s have elt st keenl ! 
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Tax on the Thrifty 
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his great the thrifty, Every 
n, WwW child wl ow { 
ot ' rt of th hurd 
l efforts tesmen t pose tax 
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sf lwavs Inevitably the tax 
. ; ‘ ! indirectly ‘ 
er lass ‘ pl ' the poor S 
| . t ! t! nd, eve 
t 1 1 part larly 
] i ance “ 
i lat wa another 
‘ R t r old age, feel 
t t ‘ Lhey teel 
R eased rent, through the 
u t iries, thr ih tre 
whe i terest which mu st be 
l ind ral because of the 1 
ised cost g. They find it more 
y their insurance or to 
gs They yield to 
e te tat rowing upon ther 
rance r encroaching upon the 
leposit the savings banl 
Effect on the Currency 
And as a roll and striking 
aft i a? | bal ry Wa oT 
fe insurance and old age savings, ther 
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The Accumulation Policy 
is a combination of insurance 
and investment in a new sense. 
Specimen Rate 
ae $31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. Asa seller it has no 
competition. Write us about it. 
NATIONAL LIFE ASSOCIATION 


Des Moines, lowa 








MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
pects— le who have written the Head 
Office for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 

Walter LeMar Talbot, President ¢ 
A few agency openings for the right men 








HOME LIFE INSURANCE CO. 
New York 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 
Premiums received during the 

ween TEE sceececascasncnses $ 7,686,855 
Payments to  Policyholders 

and their Beneficiaries in 

Death Claims, Endowments, 

Dividends, etc. .......ss00. 5,871,544 
Increase in Assets........... 2,401,387 
Actual Mortality 56% of the 

amount expected. 

Insurance in Force.........++ 


373,218 
Admitted Assets .....-...+005 48,655,222 


FOR AGENCY APPLY TO 
HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 











—that is, if you merit the big oppor- 
tunity of this position. Saginaw has 
enormous possibilities, for it is a 
manufacturing city of first rank im- 
portance. To land this agency, you 
must be a good personal producer of 
large earning capacity, high social 
position and financial responsibility— 
for we are one of the leading old 
line life insurance companies in the 
country, with policies in force of 
over $125,000,000. 

If you can qualify, we will help you 
in finding and closing business and 
in your general development; help 
you with policies having new selling 
features and settlement provisions, 
and with one of the lowest percent- 
ages of rejections in the U. S. 

Your contract (direct with the home office) 
will call for a liberal first year commission, 
a renewal commission, a collection fee, an 
office allowance and a_ business-development 


allowance. 
oa idress H-64, 


Write us of your record 
care The National Underwri 
NOTE: We also have an on attrac- 
tive, special contract for good salesmen whose 





experience is limited. 











is to be considered the depreciation of 
currency. Even in our own country, 
although we have practically all the gold 
in the world and although the dollar is 
now the standard international unit of 
finance, nevertheless we have felt the 
evils of depreciation. A diminution in 
the purchasing power of a national cur- 
rency is equivalent to its depreciation. 
A dollar would purchase now only about 
one-half of what it would purchase 
shortly before the European war began; 
consequently, it has been depreciated to 
that extent. As a result, those who have 
paid their premiums in more valuable 
dollars will receive the proceeds of their 
policies in less valuable dollars. 


Wipe Out Hard Earned Product 


“Those who deposited in savings 
banks dollars of a higher purchasing 
value must be contented in their old age 
to draw from these savings dollars of 
a much lower purchasing power. Here 
is a tremendous destruction of property 
brought about by war. Here is a stag- 
gering blow dealt to industry and thrift. 
In less favored countries, the deprecia- 
tion of the oo ney has had the prac- 
tical effect of destroying all the benetit 
of life insurance, whether considered as 
protection for dependents in case of 
death or for savings for old age. Life 
insurance policies payable in German 
marks and in Austrian crowns are now 
practically worthless, although  pre- 
miums were paid for years even at great 
sacrifice in money of real values. This 
has been one of the great tragedies of 
the war—the wiping out of the hard 
earned product of life-long industry and 
frugality. 

Offered to Purchase Policies 


“One of the great life companies made 
a generous offer, with the consent of 
the insurance department of New York, 
to purchase policies from German and 
Austrian policyholders for amounts far 
in excess of those to which the policy- 
holders would ordinarily be entitled. In 
many instances the amounts offered for 
the present surrender of the policies 
were often greater than would ordinarily 
have been made at the maturity of the 
policy or at the death of the policy- 
holder. This could readily be done, be- 
cause the company could buy the neces- 
sary German marks or Austrian crowns 
at a price greatly below the price the 
company would have paid if the money 
had not become depreciated. A few 
policyholders in Germany, Austria and 
Hungary did not, for some reason ac- 
cept this offer. Subsequently the com- 
pany found that it would cost more to 
print the blank premium receipts and 
notices than the value of the money 
which would be collected from the pre- 
miums and therefore advised the policy- 
holders that payments of premuims 
would be waived for a period of five 
years and that their policies would re- 
main in full force and effect just as if 
the premiums had been paid. 


Life Insurance Wiped Out 


“In many other instances the Ger- 
man, Austrian and Hungarian policy- 
holders would not take the trouble or 
go to the expense of demanding death 
claims, maturing endowments and the 
like, because the amounts to be collected 
have practically no value. In many 
cases the postage stamps required to 
send a document or a receipt to the 
office of the company in Germany would 
cost more than the amount of the claim. 
Indeed, by this depreciation of currency 
in these unfortunate countries, all life 
insurance, as all other forms of domestic 
money investments, has been practically 
wiped out. The same thing is true in 
regard to savings bank accounts and 
other forms of savings investment. 

Where the Blow Falls 


“It is clear, therefore, that upon life 
insurance policyholders and upon de- 
positors in savings banks the destruc- 
tion of war falls with peculiar force. 
They suffer all the necessary evils of 
war. In addition, they bear more than 
their share of the excessive taxation 
which follows every war. And, finally, 


they collect their death or endowment 





“Take Out a Policy for 
Yourself’’ Appeal Gets 
Big Results in Detroit 


Y adopting a single idea in the ap- 
proach, “take out a policy for your- 
self,” 31 members of the training class 
of the Detroit office of the Equitable 
Life recently obtained 63 applications 
in one day, amounting to $230,000. As 
an entering wedge for the business ob- 
tained by this group, each member took 
out an application fora policy for him- 
self and used it as a basis for his solici- 
tation, In talking to prospects they em- 
phasized the fact that most people buy 
life insurance for someone else, and as 
a result most of the present insurance 
is for the benefit of a wife, son, daughter 
or some other beneficiary. Then they 
proceeded to point out the need for the 
prospect to take out a policy for himself 
just as they had done to take care of 
personal debts after death, such as doc- 
tor’s bills, hospital fees, undertaker’s and 
funeral expenses and other personal bills, 
including unpaid property tax, all or 
part of income tax, store bills and pos- 
sibly an outstanding note or two. * In- 
cidentally it was stated that even a 
modest funeral costs from $500 to $2,000. 
ihe remainder of the solicitation was 
presented in this fashion: 

“The property and life insurance I 
now have are for my wife and children. 
I don’t want my widow to be compelled 
to use her money to pay my personal 
debts. We all have known of cases 
where the family had a hard time to 
meet these bills and would have gotten 
on measurably well if it had not been 
for this drain on their ready cash. So 
I am arranging for the Equitable to pay 
these personal bills of mine at my death 
and thereby take that burden off my 
family. Nothing less than this would 
satisfy my sense of integrity with regard 
to my personal obligations. I can ar- 
range for the Equitable to do the same 
thing for you and at a very nominal in- 
terest charge on the amount needed.” 

According to Robert M. Ryan, Detroit 
agency manager, the majority of pros- 
pects were promptly impressed with its 
sincerity and the fact that a policy for 
this purpose filled an essential need 
which they had never thought of before. 


claims and they draw down their savings 
in money greatly depreciated in value. 
“It would seem, therefore, unneces- 
sary to argue to you who are engaged 
in this great and noble business of life 
insurance that war is the supreme evil 
to those policyholders for whose benefit 
you are working; and that it is conse- 
quently the most harmful menace and 
danger to the business of life insurance. 
Not only as a matter of humanity but 
because of your private interest, you 
should exercise every effort in your 
power to prevent the recurrence of an- 
other war. It should be your constant 
and universal thought to consider how 
war may be prevented in the future.” 


Will Open Chicago Office 


The Royal Union Life will shortly 
enter the Chicago field, the branch office 
being in charge of Willard H. Foster, 
son of Sidney A. Foster, former vice- 
president and secretary of the Royal 
Union Mutual. The office has not been 
located as yet. President A. C. Tucker 
states that it will probably be the first 
of April before all arrangements are 
made. The Royal Union Life will enter 
two or three states this year. 


Seek Canadian Income Tax Change 


A campaign is now being launched by 
life underwriters throughout Canada for 
exemption from taxation of that portion 
of income devoted to purchase of life 
insurance, and efforts are now under 
way to secure the cooperation of all 
business men to further this petition. 
This effort is being sponsored by the 
Life Underwriters’ Association of Can- 
ada to appeal to the minister of finance 
at Ottawa. 





CLEVELAND, OHIO 


Eastern life insurance company 
with established offices in Cleve- 
land in charge of supervisor, offers 
old-fashioned general agent’s con- 
tract direct with company, max- 
imum commissions both first year 
and renewals, to man who can 
produce reasonable volume of good 
business, kind that renews, qual- 
ity not quantity interests us. It 
will pay you to investigate. 


Adc lress H- 77 
Care The National Underwriter 

















Stephen M. Babbit 
President 


Hutchinson, Kansas 




















The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants General Agents in 
Iowa, Minn., Neb., So. Dak. 


A Good Chance for 
Reputable Men 








AGENCY MANAGER 


Wanted: A position as agency manager or 
supervisor of agents by a man of eight years’ 
experience. Best of references. 
Address H-84, 
Care The National Underwriter 








FOR SALE 


Ensign Calculating machine. 
First class condition. 
Address H-88, 


Care, The National Underwriter. 














SEEING THE ANIMALS 


A young doctor and a couple of his 
friends indulged in a social evening with 
bad bootleg whiskey for refreshment. 
The effects were rapid, and early in the 
seance one of them fell from his chair. 
The doctor, somewhat incapacitated, ex- 
amined his fallen companion and asked 
him, “Joe, do you see any strange, dis- 
agreeable animals?” “No,” was the 
feeble reply. “Joe, Joe, my dear boy.” 
said the alarmed doctor, ‘you're struck 
stone blind—the room is full of ‘em!” 

“I'm all right, Doc, I see 'em,” said the 
third infected chum. 
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WALTER DILL SCOTT SHOWS APPEAL IN 
LIFE INSURANCE FOR COLLEGE FINANCES 








HE great opportunity in the field 

of cooperation between life insur- 

ance and colleges was forcefully 
outlined at last week’s meeting of the 
Chicago Association of Life Underwrit- 
ers by Dr. Walter Dill Scott, president 
ot Northwestern University and a noted 
uuthor on psychology of salesmanship 
Dr. Scott gave what he called unpub- 
lished additional notes to his book “In 
fluencing Men in Business.” 


In his talk 
he showed the tremendous field for the 


lite insurance agent in this compara- 
tively new form of approach and gave 
it as his opinion that it was one of the 


endeavor ever under- 
taken by life insurance. Dr. Scott said 
that it was of the forms 
of specialized life insurance to sell, as 


greatest lines of 


one easiest 


it combined all of the factors which 
arise in the sale of any form in any 
altruistic case. 

Dr. Scott said that the individual is 
always acting for others as well as 
himself. He said that man is altruistic 
as well as selfish and that though the 
greatest appeal the insurance man can 
make to his prospect is through his 


family and himself, there is a tremen- 
dous opening in the approach on an 
altruistic Dr. Scott said that 
group insurance, business insurance and 
other specialized forms have strong ap- 
peals and are being used more and more 


basis. 


each year, but the new form of appeal 
which has recently arisen, that in the 
interest of public welfare and the pro- 
motion of civilization, is the form that 
is going to grow. He said that all men 
with whom the agents deal are inter- 
ested in doing good, benefiting others 
nd adding to the general welfare, 
whether admitting this or not 

The forms of expression of this ap- 


peal were divided into four classes by 





(1) Overcoming 
resulting from poverty; 
the suffering resulting 

(3) overcoming the suf- 
fering resulting from wrongdoing; (4) 
overcoming the suffering resulting from 
ignorance rhe first of these is sym 
bolized by the almshouse, the second 
by the hospital, the third by the church 


Scott, as follows: 
suffering 
(2) overcoming 


from sickness; 


| and the fourth by the school or colle gc 


H« 


every 


said that all types of social se rvice, 
expression of human altruism is 
these four forms and every 
interested in one of them 

The great appeal of the educational 
program of life insurance, according to 
Dr. Scott, is in the fact that there is a 
response to all four of divisions 
in the single classification of schools and 


In one ol 


man 1s 


these 


colleges He said that an indication 
that this was the most popular class 
with the public was seen in the fact 
that of gifts in sums of over $5,000, 37 
percent are to schools and colleges. Dr 
Scott said that the agent could show 
the prospect that, by working through 
this one agency, he is cooperating with 
every other form. 
Explains Work of Colleges 

He then proceeded to show how col 
leges and universities are carrying out 
definite work along all of these lines 
taking Northwestern University as his 
example. He said that at Northwestern 
there have been 1,000 war veterans car 
ried through the school since the war, 
all being prepared for a career and 


graduated as self-supporting citizens. He 
said that they are not only taught a 
trade but ideals. He said that this is 
the important factor in any education 
and that the colleges are fitting their 
graduates with ideals which work for 
the prosperity of the community. 


bating disease, the colleges are enlisted 
in the campaign of disease prevention. 
He said that the Northwestern Univer- 
sity medical school last year treated 
37,691 in its dispensaries, in addition to 
conducting classes for both children 
and mothers and carrying on general 
preventive work throughout the com- 
munity. Dr. Scott said that the great- 


est service in overcoming the ravage 
of disease is given in the medical schools 
of the country 

Coming to the question of suffering 


resulting from wrongdoing, he said that 
law is the f justice and that 
the law schools of the country are estab- 
lishing this science. He said that there 
must be more than the teaching and that 
the schools have realized this and are 
giving their students a grounding in the 
practice of service He said that the 
university conducts a “legal clinic” 
through which justice for the poor is 
He said that in this clinic there 


science ot 


given 
are over 10,000 cases handled annually, 
this making it the largest law office 
in Chicago. The service that is ren 
dered is shown through the fact that 
less than 8 percent of the cases pre- 
sented are actually carried into court in 
litigation 

Dr. Scott said that, of course, in con 
nection with the third group, the 
churches stand foremost as the institu 


tion which is overcoming wrong doing, 
but that the churches’ great need of 
trained workers only be supplied 
through the universities 


can 
colle ges and 


Appeal 


work of the edu 
Dr. Scott said that 


Has Strongest 


In summing up the 
cational institutions, 


the greatest contribution towards over 
coming suffering from poverty has come 
from educational institutions, the re 
sult of their efforts along scientific and 
other lines having increased the earn- 
ing capacity of man four times. The 
greatest contribution towards overcom- 
ing the suffering of disease has come 
}as a result of educational institutions 


oe In connection with the work of com- | whose activities have increased the aver- 


age length of life from 20 to 58 years. 


In fields of religion, the colleges and 
universities are not heretical, but are 
| progressively theoretical. Dr. Scott said 
|} that a man can cooperate with all of 


these altruistic motives by cooperating 
with the great educational institutions 
and thus the life insurance policies which 
are made out in favor of colleges and 
universities constitute the greatest form 
of altruism that can fitted into the 
life program. He said that this should 
make an excellent sales approach, as it 


be 


| combines all of the great groups. 


Cc. F, Axelson of the Northwestern 
Mutual gave a short talk on the practi- 
cal application of life insurance to col- 
leges, showing the two general methods 
of cooperation. He said that much of 
the insurance is placed on graduating 
classes, taken out for the benefit of the 
school, his suggestion being the writing 
of a 25 year endowment, as this would 
terminate at the 25th anniversary of the 
class. The second avenue of approach 
is through the men of means or even 
average income who wish to 
the colleges, but could 
not Withdraw a large amount of capital 
at the present time rhrough the pay 
ment of a small annual premium they 
can make this contribution. He summed 
up the advantages of the life insurance 
bequest as a certainty of payment, elimi 
the need for a will, the elimi- 


men ol 
contribute to 


nation ol 


nation of depreciation in the bequest 
ind reduction of the expense to a mini- 
mum 

Preston Williams of the Equitable 
Life of New York also spoke briefly 
on bequest insurance, saying that this 
was an excellent opener for greater life 
insurance sales. He said that this of- 
fered an approach which could often 


break through the coldness of the pros- 
pect He said that the average ap 
proach is on life insurance in general, 
whereas the prospect is interested only 
in some definite proposition, which 
be met through the bequest policy. 


can 








BOSTON, MASS. 


New Low Rates 


Non-Forfeitable Renewals 


to Consult 


W. W. TATE, 


General Agent 


208 South La Salle Street 
CHICAGO 


Full Commission to Age 66, Inclusive 


The Columbian National 
Life Insurance Company 


Other Attractive Inducements Make it Worth While 
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START NOW! 


Become a MANAGER | 
Build Your Own Agency 


If you are looking forward to the day when 
you can manage an agency producing many 


millions of business, START NOW. 
START RIGHT—With a Company that is 
expanding and co-operates with you to the 
fullest extent. 

We have attractive agency openings now 
in northern Illinois, Iowa, Michigan, Ari- 
zona, Colorado, Pennsylvania, Ohio, Indi 
ana, Maine, Vermont, Delaware and Mary 
land. 


Call, Write or Telegraph 


The Bankers Reserve Life Co. 


R. L. ROBINSON, President 
W. G. PRESTON, Vice Pres. R. C. WAGNER, Sec'y-Treas. 


OMAHA, NEBR. 














| of 300 acres at $350 an acre. 
} as pretty 


' handled an indebtedness of over 
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CONDITIONS IMPROVED 


WHEAT BELT IN GOOD SHAPE 


Official of One of the Western Life 
Companies Tells About Situa- 
tion in the West 


“The wheat belt is in good shape and 
the farmers have money,” declares the 
active official of a western life company. 
“Some of our agents write us that every- 


body is broke and they can’t sell any 
life insurance, while others write us 
nothing, but send in the applications 


with checks for the net. 

“It is true some farmers are hard up, 
but they are the kind who would be 
hard up with $3 wheat. 

“Go into a town of 1,000 in the west 
and you will find three or four banks, 
with deposits averaging half a million 
each. Those deposits belong to the 
farmers, which means that the farmers 
around such a town have about $2,000,- 
000 in cash, 


Talk Is Largely Political 


“The talk about distress among the 
farmers is political. There is a presi- 
dential election coming on, and those 
who want the farmers’ votes are trying 
to get credit for doing something for 
the farmer. Prosperous farmers with 
good bank balances tell me, of course, 
they will take any political favors they 
can get. They are not going to stand 
up and oppose the politicians who are 
trying to get them lower freight rates 
or cheaper money, They have no in- 
terest in stopping the outcry about the 
needs of the farmer. 

Tried Selling Insurance 


summer I took a vacation in 
Minnesota, in the thick of the 
gloom belt | carried a rate book for 
27 vears and I wanted to see if I could 
still sell, and besides I was keen to learn 
at first hand the real condition of the 
tarmers We had some ‘busted’ policy- 
holders in the neighborhood and I took 


“Last 
northern 


them with me for introductions. In 
three days we sold 12 policies for $5,000 
each, and got a check in full in every 
case. 


“Ot course, a lot of banks are in trou- 
ble. But the story of how our policy- 
holders were ‘busted’ explains how the 
Lanks got ito difficulties. 


Banks Urge Farmers to Buy 


“One of those I took around with me 
was a man named X. Before the boom 
he owned 80 acres clear at Dodge, Neb. 
He had a family pretty well grown and 
rented land from the neighbors to help 
keep the young folks busy. One day 


when things were at the top he was 
called into a bank. The cashier gave 
him a talk like this 

“*X, you ought to have more land 
You can’t do anything with 80 acres, 


but you and your family can now handle 
i real farm, I can sell you a fine farm 
Your land 
rough and I couldn't get more 
than $130 an acre for you, but we'll 
you.’ 

“It took six months for 

persuade X to make the deal 


hinance 
the cashier to 
The bank 
$90,000 
than $10,000. 


on a margin of little more 


| What it did was to get a first mortgage 


‘ 
i ¢ 


k an ot 
ditference. 


eastern money and carry the 
When the slump came, X 
walked off the farm with bare hands 
and nothing but our $10,000 policy in 


" 


His pocket 


Officials Are Unharmed 


“That bank, of course, is one of those 
that closed, but the rich at 
this minute. He got his commission, of 
course, in Perhaps several com 
farm 


cashier is 


cash 


what with the two sales 


Missions, 


and the loans. Most of the small town 
banks are run by one man, the president 
w the cashier, and even if the banks 
losed, the president or cashier Was un 
hurt 

“There were, of course, many bankers 


who stuck to sound methods, and their 





COMMENTS ON RETURNS 
HIGH SPOTS IN STATEMENT 


Mutual Benefit Life Brings Out Some 
of the Important Features in 
Its Exhibit 


The Mutual Benefit, in commenting 
on its statement, shows that there was 
considerable increase in taxes the com- 
pany was required to pay in 1923 over 
the same item the previous year. The 
percentage of taxes and expenses to 
total income was 13.5 percent as com- 
pared with 12.99 percent in 1922. The 
percentage of taxes and expenses to pre- 
mium income was 17.73 percent in 1923 
and 16.97 percent in 1922. The ratio of 
taxes to total income was 1.77 percent 
in 1921, 2.01 percent in 1922, and 2.44 
percent in 1923. The percentage of in- 
surance expenses to premium loadings 
was 88.83 percent in 1923, compared with 
87.02 percent in 1922. The premium 
loadings exceeded the insurance ex- 
penses by $1,201,627. The net rate of 
interest earned on the mean invested as- 
sets on the basis of book values was 
5.05 percent in 1923, In 1921 this per- 
centage was 4.96 percent. The net in- 
terest earned was 174.54 percent of the 
amount required to maintain the policy 
reserves. In 1922 85.3 percent of the 
total reserves were on the 3 percent re- 


serve basis; in 1922, 85.3 percent; in 
1923, 86.9 percent, Of the total out- 


standing insurance 96.01 percent is now 
on the 3 percent reserve. The excess of 
interest earned over the amount re- 
quired to maintain the reserves last year 
was $7,218,718. The 1922 mortality ratio 
was 45 percent. Last year it was 53.26 
percent. The savings in mortality last 
year were $7,747,269. 

The surrender and other nonforfeit 
ure values allowed in 1923 amounted 
to 98.93 percent of the reserve released. 
The full effect of the increase in the 
nonforfeiture values which took effect 
Jan. 1, 1922, was felt the first time in 
1923. 

The new dividend scale for 1924 re- 
quired the setting aside of $718,452 more 
than had been required under the pre- 
vious scale. The special dividends for 
1924 equal 20 percent of the regular div- 
idends. The adoption of the new scale 
increased the regular dividend by 5.84 
percent. The dividends declared for 
1924, both regular and special, are equiv- 
alent to an increase of 27.01 percent over 
the regular dividends called for by the 
previous scale. 


banks are still open. A lot of farmers 
have been ‘busted,’ whether théy specu- 
lated voluntarily in land or were coaxed 
into speculation by the bankers. 

Some Calamity Howlers 


“But the wheat country is full of 
farmers who have not been hurt, who 
‘are doing as well as could be expected,’ 
who have money to pay for anything 
they want, but who see no reason for 
bestirring themselves to shut off the 
political agitation that may get them 
substantial benefits. 

“Naturally, with so many people in- 
terested in howling calamity and nobody 
interested in crying them down, those 
who judge by noise are sure the calam 


ity is overwhelming. That is why some 
agents are sure everybody Is busted, 
but the facts of the situation explain 


why other agents go right along selling 
life insurance with cash settlements 


Maryland Assurance Statement 


The annual statement of the Maryland 
Assurance, the life running mate of the 
Maryland Casualty, shows progress im 
all departments. Total admitted assets 
are now $1,113,317, a gain of $142,794 
The increase in business in force during 
1923 was $2,335,058. The increase in 
new business over 1922 was $487,778 
rhe gross premium income showed an 
increase of $69,976. 
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DEATH RATE IS LOWER 


JANUARY SETS NEW RECORD 





Metropolitan Life Reports Improve- 
ment General on Natural Deaths, 
Though Accidents Increase 


The Metropolitan Life reports the | 


best health record in January of this 


vear for the opening month of any year | 
in the history of the company. The | 
death rate in January was 9.7 per 1,000, | 


a dech ie of about 9 percent trom the 
ure of 10.6 in January of last year. 
The comparison would be even more 


avor = ‘if the intant mortality were | 


eliminates the death rate on the basis 


ot persons aged 1 year and over being | 


only 9 fer 1,000, a decrease of 15 per- 
cent from the figure reported in the 
opening month of 1923. 


Decreases General 


Nearly every important cause of death 
registered lower mortality than in Jan- | 
uary of last year rhe tuberculosis | 


death rate dropped trom 116.5 per 100,- 
000 to 107; the organic heart disease rate 
from — to 135.9; the pneumonia rate 
from 13 to 122.6 per 100,000. The 
influenza i ith rate of 16.1 was less 
than one-half the figure of a year ago 
Only the cancer death rate remained 
practically unchanged. In the acciden 
tal death rates mortality from suicide 


and homicide dropped appreciably 
though the accident deaths increased 8 
pet recent. This year has started badly in 
the n ter ot automobile fatalities, the 
leath rate in January bei 12.9 co 


pared with 11 last year 


Two Officers Are Promoted 


At the annual mecting of the Ameri- 
can Life Reinsurance at Dallas last 
week, two promotions were announced. 
Fred D. Strudell, secretary and actuary, 
was made vice-president and actuary, 
and Morton Bigger was advanced from 
assistant secretary to secretary. Mr. Stru- 
dell has served as secretary for five 
vears, ever since the company was 
started, and Morton Bigger as assistant 
secretary since July 1, 1920. President 
A. C. Bigger, who has so successfully 
directed the affairs of the company ever 
since its inception, and the other officers 
were all reelected. 


Makes Progress First Two Months 


The Royal Union Life, which is the 
result of a merger between the Royal 
Union-State Life of lowa, makes sub- 
stantial progress, notwithstanding the 
handicap of the many details pertaining 
to the consolidation of the two com- 
panies. The combined issued business 
for January and February’ exceeds 
$4,000,000, and the agency organization 
promises the company that it will ex- 
ceed $25,000,000 for the vear 


Fidelity Mutual Plans eee 





| 


The Leaders’ Club, composed « 
biggest producers otf the Fidel ity Mute aa 
Life with officers selt elect ed on the 
basis ot seodaction reco rd . will hold 
Its — convention at the Gr veente iet 
Ho at White Sulph wr Springs, W 
“ag ns 14-17. instead of at ‘Atlantic 
Citv, N. J., as had been the custom in 
pas ea \n interesting combinatiotr 

business addresses and sports will be } 
i inged 


BEING ONE'S BEST 


“If I were a cobbler, 'd make it my p 
The best of all cobblers to be 

If 1 were a tinker, no tinker beside 
Should mend an old kett le like m 

But whether a tinker or whether a <" rd 
Whatever my station may be 

Determined to play second fiddle to none 
I'd climb to the top on the tree 


Ethelbert Ide Low, president and | 


George W Murray, second vice-presi 
dent of the Home Life of Ne w Ye rk. were 
in Little Rock, Ark recently . oe “y 
the general agency operated s 
Beaumont 


| 
| 
| 
| 
"| 
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PAY THEIR OWN WAY 


The series of agency gatherings 
held in all parts of the country since 
the first of the year, and in which 
Lincoln National Life fieldmen have 
mingled with the Home Office 
officials in a three day educational 
program, will pay real returns as 
they have since the plan was inau- 
gurated. 





Through these gatherings the idea of cold blooded 
routine gives way to the personal touch of real friend- 
ship. Service ties are strengthened. There are prac- 
tical sales demonstations. 

The Home Office representatives learn new ways 
of helping their comrades of the field. 

The most effective methods of finding out the 
life insurance needs of prospects are brought out and 
specific policies are fitted to those needs. There are 
practical sales demonstrations. Three days of dis- 
cussions down to brass tacks. 

In the same way that these sectional meetings 


benefit the Lincoln National Life, its agents have 
found that they pay substantial returns to those who 





(LINK UP. “wine THE LINCOLN 


The 


Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $300,000,000 In Force 
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THE OTIS HANN COMPANY 
10 So. La Salle St. hicago, Illinois 














H. W. Strickler, President E. L. Shinnick, Secretary-Actuary 


THE MIDLAND INSURANCE COMPANY 


OF ST. PAUL, MINN. 


Attractive contract for Three General Agents 


DULUTH, MINNESOTA — NORTHERN PENNINSULA, MICHIGAN — 
EASTERN NEBRASKA 


For Information Address 


G. K. Henshall - - Vice-President 

















Prospect: “Why?” . 

Agent: “So I can look “oy the 
death and funeral notices to see his 
name is among them.” 

Prospect: “What do you mean by 
that?” 

Agent: “Your need for life insurance 
is so evident, that unless he is no longer 
in the hand of the living I cannot see 
how he can have tailed to explain it to 
you ” 

Second Prize—A. P. LaRosa, Penn 
Mutual—“You sav that your. broker 
handles your life insurance? Does he 
not handle the fire insurance on your 
plant, the automobile insurance on your 
car, the liability insurance that you 
must carry and your workmen’s com- 


pensation ? 
“T specialize on life insurance. I find 











8 
MANY PRIZE SALES TALKS OFFERED AT | 
~ a | RECENT NEW YORK SALES CONGRESS | 
i 
e Ul 
T the New York Association of {that it takes all my energy to be well 
IN THE HEART OF AMERICA Life Underwriters’ sales congress acquainted with this line. | cannot keep 
° ° ° prizes totaling $75 were given out | up with the myriad of casualty lines 
Kansas City, Missouri for one and two minute talks on differ- | that your broker must keep in touch 
ent phases of selling insurance. The | with. But 1 do know the life insurance 
° ° points brought out by the prize winners | end.” 
The Commercial Life Insurance Com- were as follows: The Close 
. . . Finding Prospects First Prize—D. A. McKinnon, Co- 
pany, of Kansas City, Missouri, the First prize—Louis Munde, Home Life ss O. gg “Mr. Jones, if 
; 1 —“To get prospects take the most ob- told you that John Smith had died 
Heart of America, has good territory vious ones. Begin with the nearest at | 274 that we were all chipping in a small 
open in Missouri and will offer you hand. The landlord, corner grocer, | S¥™ in order to take care of his widow 
’ ri doctor, dentist. Then take your neigh- and children and I came to you and 
a contract with Bank co-operation and bors and the parents of the children said, ‘We want you to chip in,’ what 
: , with whom your children play. Any would your answer be?” Invariably the 
a Field Superintendent to assist you kind of contact is helpful. Take the ape y will reply, “Of course I would 
rz ae ; prospects nearest at had.” (at this point “oN ie chip in. 7 
In writing business. Lawrence Priddy cautioned those pres- Mr. Jones, that is exactly what I 
ent not to forget the bootlegger.) want you to do. Only I do not want 
Second prize—Godirey C. Moore, | YU to chip in for Mr. Smith’s wife 
Attractive policy contracts. Our Equitable Life—“at the December meet- ant = but for your own. 
Child’ E d B d d ing of the association I invited as my Equitabl aa Stevenson, 
itable, N., —“One message of 
Ss ndowment on an our guests a number of business men and - . : 
° , 1 at A ' bankers to the dinner. I was thus host apg that oe ne a VL, Mero — 
to nine excellent prospects. In Febru- | '0 US€ an apphcation which 1 had taken 
3 in po icles are winners. ary I was host to a rabbi and a board from a prospect who had been taken ill 
of trustees, because our meeting was on with double pneumonia before he could 
OFFICERS the use of insurance in connection with | t@ke the physical examination, He was 
; : charitable institutions. Guests at these | Of course unable to obtain insurance. I 
F. H. UEHLING, President W. K. BRAMWELL, Vice-President dinners become life insurance prospects | tok the application back to his office 
WILMER LYONS, Secretary-Treasurer very easily. They see the standards se ae fo ph sate ch T ha to sewer 
: . ‘ : 7 eel “nat a s , which I later pastec 
DR. C. E. TOLLE, Medical Director upheld by the life underwriters associa ts ty Fs 
, tion and more confidence in its mem- | © 2s Se the reason why her 
, , bers. The talks of the speakers break | ©™Ployer _ — to keep his ap- 
Fifteen months insurance in force Dec. 31, ’23 down the sales resistance by showing | Po!mtment for a physical examination. 
the real need of life insurance. W ith this evidence I find that it is much 
$1,739,000.00 easier to make up the minds of those 
The Approach who are hesitating.” 
First prize—H. C. Bravansdorf, Other Selling Talks 
305 R li B ildi Equitable Life—“If I am met by my ’ ; 
elance ul ing prospect’s secretary at his office I take Sg — points of value poset 
° ° ° out my watch and remark something | OUt Curing the contest were as tollows: 
Kansas City, Missouri jike this, ‘4:30 that’s right.’ Tell Mr. A. P. LaRosa, Provident Mutual, “I 
Jones that Mr. Bransdorf is here.” Nine | 2™ One of those who find it difficult to 
times out of ten the secretary’s atten- | Set a sufhcient number ot prospects by 
tion is attracted to my watch and she | the endless chain method. I find that 
is convinced that I have an appointment | !" picking prospects at randum it is 
Annual Statement of with Mr. Jones. She therefore an- well to pick those who for some reason 
° . . nounces me to Mr. Jones and I follow | Of Other should be good prospects. I 
The Security Mutual Life Insurance Company of Lincoln,Neb. | | bes. sish. in.” look in the newspaper in the lost and 
First Prize—David Hersch, Equit- found columns. Anyone who has some- 
At Close of Business December 31, 1923 able—“To me the best selling talk is thing of value that is worth advertising 
ASSETS LIABILITIES the one that sells insurance to cover | !°r a. 3 have some financial re- 
First Mortgage Loans on Net Legal Reserve on he I hat it will t sponsibility. Obituary notices give leads 
i gee $1,275,956.50 ie Pe — 5 5 mortgage on the home so t at it wi re ge 2 - ah 
q...R.. ye toh ae 5,95 Policies in Force....... $2,445,233.45 free and clear to the man’s dependents to those who have been in touch with 
Building) «..++.00.0:: 634,701.75 Installment Policies ...... 6,868.33 in case of his death. Many people are the results of death. Birth notices, 
“a .. a 271.700.90 Death Claims—Proofs Not buying homes today and putting all of | ®@mes and addresses quoted by the in- 
Policy Loans eerens See NOE bitexecnsenes 6,065.00 their savings into the home. The quiring reporter in the daily papers and 
Premium Notes ...-...++. 39,430.18 Premiums Paid in Ad- amount represented by the mortgage | V@mes on bulletin boards in office 
Cash — Office and in enncennie VANCE 2. eee ee seerenes 1,757.04 is an absolute liability. There is no in- buildings also give good leads. ee 
PR Interest and Rents 46,054 70 Interest Paid in Advance. 5,936.93 come from this investment. There are H. L. Gaylor, State Mutual, Mr. 
Deferred and Uncollected paecinats Quaiie 5.963.45 only monthly payments, taxes, and up- Jones, here are two applications. One 
Premiums .. 50,862.99 “°° ene weeyass ne keep. I sell a mortgage policy to make | #8 an application for your son to enter 
All Other Assets... 59,376.84 Reserved for Taxes, Pay- ‘ila that home free and clear in case of | into Yale University. This would cost 
Gross Assets ............89,064,788.48 | —- a ea a sishsibsinne Pe eng death.” you about $4,000, Here is an applica- 
Deduct Assets Not Ad en en aeons yap Second Prize—Mrs. Joy Wolfson— | ton for a life insurance policy which 
mitted ......- aN a 61,309.35 Surplus to Policyholders. . 365,369.58 Union Central—“Mr. Jones 5 am coll. will be paid up when your son ‘is 18 
aa a eae ee eons 470.18 , sis ® 983,479.13 ing cash for future delivery. How much | Years of age for $4,000. If you die the 
Net Admitted Assets 2,953,479.13 Total Liabilities ........- $2,983,479.15 do you want and when do you want it?” | Money will be provided for him and if 
E. B. Stephenson Cc. D. MULLEN Frank W. Sloan Satie Chien you live the policy will mature wher 
President Vice Pres. and Secretary Vice President rs Es he is ready for the university. 
First Prize—Herman Merkel, Trav- Robert M. Stevenson, Equitable: 
elers. “When asking a prospect for additional 
Prospect: I am not interested, and | names to solicit, I always ask, ‘Have 
POLICY LOANS CAUSE LAPSES if I were, I would take it through my | you any sons?’ If he says ‘No,’ I say, 
Have You found a way to stop this waste? regular agent. __ | ‘Have you any sons-in-law?” He will 
Our plan IS saving millions for many Companies and is the result of twenty- Agent: “Could you give me the name | frequently say ‘Yes,’ and wonder why 
two years of ] research and experience. of your agent?” ask him. I will say, ‘You want your 
daughter to be well provided for. You 


are thereiore very much interested in 
seeing that your son-in-law is properly 
insured.” 

H. C. Branstorf, “In reply to the ob- 
jection, ‘ can’t afford it,’ I say, ‘Mr 
Jones, in a few days you will have to 
pay your income tax, Under recent rul 
ings it is quite probable that you will 
he allowed to keep '4 of it. How much 
income tax do you expect to pay? Nine 
times out of ten the man will tell how 
much tax he has to pay. Suppose he 
says it is $600. I will say, “Under re- 
cent rulings you will be allowed to keep 
14 of the tax. Why not put that ', 
into protection for your family?” 

Herman Merkel, Travelers: “When 
I need prospects I call on everybody in 


New York named Merkel.’ 
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COTTON STATES SOLD | 


TO BE MOVED TO NASHVILLE 





Independent Life Seeks Injunction 
Alleging Raid on Officers 
And Agents 





NASHVILLE, TENN., Mar. 18.— 
It became known this week that the 
Cotton States Life of Memphis had | 
been purchased by Nashville men and | 
that the home office would be moved 











MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Line Legal Reserve Life Insurance Company 
A Company of Service 
Service to Policy Holders Service to Agents Service to the Public 
Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited. 
H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J.R. NEAL, Sec. 














“ to this city. The company will occu- 
py the entire second floor of the Harry 
Nichol building, corner Fourth Avenue 
and Union Street, and it is planned to 
open the offices at once. 

The Nashville interests making the 
deal are headed by Charles M. McCabe, 
Nashville postmaster, and M. E. Strube, 
who has been connected with the Inde- 
pendent Life since it was organized in 
1908. Caldwell & Co., investment 
bankers of Nashville, handled the deal. 
The Cotton States has $6,000,000 insur- 
ance in force, 

Injunction Suit Filed 

Whether the Cotton States operates 
here without interruption depends upon 
the outcome of injunction proceedings 
filed by the Independent Life in chan- 
cery court, asserting that the Independ- 
Life is being made the victim of a 
scheme to deprive it of its valuable in- 
dustrial business through the wholesale 
employment of its leading officers and 
agents by another company. 

The bill claims that Rogers Caldwell, 
having recently bought a controlling in- 
terest in the Cotton States and moved 
it to Nashville, has employed nearly all 
of the district managers of the Inde- 
pendent Life’s industrial department ir 
Tennessee. 





DENVER SUITS ARE DROPPED 





Cases Arising from Mountain States 
Life Embroglio Have Been 
Dismissed 





DENVER, COLO., Mar. 18.—Suits 
growing out of the controversy over the 
Mountain States Life have been dis- 
missed here. Former Governor Shoup 
sued eight general agents of life com- 
panies and the publisher of “Hill's 
Monthly” for $300,000 libel. This suit 
has been dismissed by consent judg- 
ment of two dollars in favor of Shoup 
from each defendant. At the same time 
Mountain States Life dismisses its libel 
suit for several millions against certain 
of these same general agents and their 
companies. 

Those thus released are: Northwest- 
ern Mutual, Wheelock, general agent; 
Mutual Life, Watson, manager: Kansas 
City Life; Pacific Mutual, Fabling, gen- 
eral agent; Home Life, Liverman, man- 
ager; Guardian Life. Dempsey, man- 
ager; Aetna Life, Edwards, manager. 
The company suit against the Union 
Central Life and General Agent Hod- 
nette has not been cancelled nor has the 
company suit against former Commis- 
é sioner Wilson, J. J. Tyndall and Hill 
of “Hill’s Monthly.” 








AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 











INDIANAPOLIS 
Established 1899 


HERBERT M. WOOLLEN 
PRESIDENT 





Equitable Preparing to Move 





The Equitable Life of lowa announces 
that it will take possession of its new 
building about May 1. It will occupy 
the five upper floors of the big 18-story 
edifice 

The Equitable plans on the complete | 
removal of its offices with its 297 em- | 
ployes within 72 hours from the eight | 
tloors they now occupy in the Bankers 
rrust Company building On either 
May 21 or 28 a general reception for | 

j the public will be given and officers of 

; the Equitable plan to make it a com- 
munity affair rhe company announces 
that already 85 percent of the building 
has been rented 





STATE OF OHIO 


To the man who can qualify, we will offer an Old Fashioned General Agency Contrect that 
means money. Experienced management, superior Policy Contracts, progressive field 
and Home Office methods are at your service. 


Address Century Life Insurance Company 
Indianapolis, Indiana 
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| IMPORTANT TAX QUESTIONS THAT 
| HAVE A BEARING ON LIFE INSURANCE 


_ 








FROM MUTUAL LIFE 


HE question of federal inheritance 
"Tiana income taxation is in the air 

everywhere today. Almost every- 
body is concerned with some phase of the 
question, and it ‘is incumbent upon the 
life insurance agent to keep informed 
upon the subject in order that he may 
serve his clients and be able to give his 


prospects answers to the tax questions 


that in many cases come to the mind 
of the prospect during the canvass. 
Many a case hinges upon the tax ques- 
tion. 


Estates are taxable by the federal gov- 
ernment under sections 400 to 411 of 
the revenue law of 1921. Agents should 
not confuse the federal estate tax (pop- 
federal inheri- 
federal income tax. 
comprises 16 of the 
tax questions most frequently arising in 
life insurance work. All agents should 
know them and the answers, having the 
information at the tongue’s end. The 
questions and answers thereto are com- 
piled from various insurance magazines 
from our own records, all answers 
being checked here and based upon the 
latest advice as to laws and rulings re- 


ularly referred to as the 
tance tax) with the 
The following list 


and 


ceived in our office up to the date of 
this issue .- 2 


QUESTIONS 
] How much of a resident's 
empt from taxation under the 


estate 1s 
federal 





inheritance tax law 
2 How much life insurance is exempt 
under the federal inheritance tax law 
If a man leaves an estate of $100,- 
is life insurance 


ed beneficiary does 
zo to make up 





such ira! 
$50,000 exempted and is $50,000 of 
h ir irar n such case exempt? 

$ (a) Can more than $40,000 of life 





POINTS 

insurance (in in which the out- 
right $50,000 exempted is composed of 
personal property) be made exempt from 


cases 


federal tax? 

(b) Can existing insurance be made 
exempt? 

5. Are annuities taxable? 

6. Is the income receivable under 
Settlement No. 1 in our policies taxable 
under federal law? 

7. Is income receivable under settle- 
ment 3 in our policies or under life in- 


come policies taxable under federal law? 


— | beneficiary is a charitable organization 


|} and exempt from taxation because of its 


|| 





8 Are the premiums paid by a cor- 
poration on a policy on the life of a | 
guarantor of a debt to the corporation 


chargeable as a business expense in the 
corporation's income tax return? 


9 Is policy loan interest deductible as 


an expense under the federal income tax 
law? 

10. If a creditor to whom a policy ts 
assigned as security pays premiums on 
the assigned policy in order to protect 
himself are such premiums deductible as 
a business expense under the federal 


income tax law? 

ll. Are the premiums paid by a cor- 
poration on a policy upon the life of an 
officer in which the corporation is not a 
beneficiary in any deductible by 
the corporation as business expense 
under the federal income tax law? 

12. (a) Are premiums paid by a 
partner for life insurance on the life of 
his partner deductible as a business ex- 
pense under the federal income tax law? 

(b>) Under what circumstances may 
a partner deduct expense) pre- 
miums paid on a in favor of a 
partner? 

13. Are premiums paid by a corpora- 
tion upon a policy insuring the life 
an officer of the corporation for the 
purpose of protecting the corporation 
from loss in case 


sense 


fas an 


policy 


deductible under the federal income tax 
law? 

14. May premiums be deducted when 
paid for life insurance in which the 


character? 


15. Can any type of monthly income 
policy be so arranged that the entire 
income to the beneficiary be made ex- 
empt from federal taxation? 

16. Who pays the income tax on (a) 


revocable trust income distributed 
beneficiary donor, trustee or beneficiary; 
on (b) irrevocable trust income dis- 
tributed? Which of these types of trust 
is taxable as inheritance upon death of 
the donor? 


x * x 
ANSWERS 
1 $50,000 This personal exemption 
applies to residents of the United States 
2. $40,000, if payable to a designated 
beneficiary. 
3 Yes; because to the sum of $40,000 


cash and $20,000 


the 


insurance comprising 
applied the personal 


gross estate is 


exemption of $50,000, leaving a net tax- 
able estate of $10,000 

4. (a) Yes, under present federal es- 
tate tax regulations 63, article 27. the 
proceeds will not be included in the in- 
sured’s estate if the premiums were in 


fact paid by the beneficiary from his own 
funds (Biue form of application should 
be used in cases in which beneficiary is 


to pay premiums.) 

(b) <All life insurance absolutely as- 
signed by insured (no right therein re- 
tained by insured) upon which abso- 
lute assignee or beneficiary pays from 
his own money all premiums become due 
after the assignment, is exempt. The 
taxing authorities will probably give 
close scrutiny to cases such as these if 


assignments are 
consideration. 


given for a nominal 


When the annuitant has received 
under the annuity a sum equal to the 
sum paid for the annuity, the income 
thereafter received is taxable under fed- 


|} eral law as income in the year in which 
|} such income is paid 
6 Where election is made by insured, 


| 
of | 


of such officer’s death 


| 


and payee has no right to 
paid on death of 
all proceeds of life insuran« 
from federal income tax. 

7 No, but if beneficiary has the right 
to demand proceeds in cash, but accepts 
a different mode ttlement, any 
amount received in excess of the cash 


commute, pro- 
insured are 
e and exempt 


ceeds so 


ot Se 


to | 





| 


} continuing 
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proceeds (commuted value) is taxable 


income in the year of receipt. 

8. Yes. 

9. Yes. 

10. Yes. 

11. Yes, they may be, but the pre- 
miums are taxable income to the officer 


so insured, the case of group 
insurance. 

12. (a) No. 
If a partner takes insurance upon 
life (paying premiums thereon 
own money) and names his 
absolute beneficiary as a con- 
by partner (beneficiary) of 
partnership, he may deduct 
premiums paid as a business expense in 
his personal return, provided proceeds of 
policy will not be applied in payment of 
taxpayer's obligations 

13. No, but the proce 
when paid a death 


except in 


(b) 
his own 
from his 
partner as 
dition made 


eds of the policy 


as claim are exempt 


from federal income tax 
14. Yes, if the insured has not re 
served the right to change such benefi- 


annual pre- 
charitable 


15 percent 


and if the sum of the 
miums, other allowable 
contributions, do not exceed 
of the taxpayer's net income. 

15 Yes, by means of an agreement 
providing for income on death of in- 
sured, beneficiary having no right to 
commute installments or to withdraw 
principal fund 


ciary 
plus 


16. Beneficiary under both types pays 
tax on income received The trustes 
makes return for information only. A 
revocable trust might be subject to tax 
as part of taxable estate of donor Its 
taxability would depend upon facts and 


circumstances in each case 


Royal Union Expanding Territory 


The Royal Union Life, which was 
formerly the State Life of lowa, has 
been licensed to transact the life busi- 
ness in Arkansas William Hargis 


Walker, who was general agent for the 
old Royal Union Mutual, will continue 
having charge of the field organization 
work in that state. Mr. Walker has a 
creditable record behind him in organi- 
zation work, making plans for an ag- 
gressive campaign in the development 
of this new territory. 
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INTER: SOUTHERN LIFE BULLDING. 
OWNED BY THE COMPANY 





LOUISVILLE 


interest in their insurance. 
age. 
health, or advanced age. 


The perpetrator of innuendo against any legal reserve life insurance company, or against 
the form of policy any citizen may hold in any duly accredited legal reserve company, 


has a motive for his conduct and demeanor. 


The burglar holds one up in order to transfer money or valuables from his victims’ 
The gossiper and “fountain of wisdom” who advises you against 
your company, or solicits you to drop your insurance, is equally culpable. 

Our company, and our representatives, desire policyholders to keep all of their insur- 
ance in force in this or any other legal reserve company and take additional insurance 


pockets, to his own. 


when they require it. 


Gains for 1923—-Forty-Two Per Cent. 
The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 
The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of 


$25,911,170, or forty-two per cent gain in insurance in force. 


The Capital, Surplus and Reserves for the protection of policyholders increased from 
$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


JAMES R. DUFFIN, President 
Eighteenth Year 


The Story of The Inter-Southern Life 


POLICYHOLDER’S VESTED INTEREST 


The laws of Kentucky, and many other States, make it a crime to circulate false state- 
ments about a life insurance company, or to induce a policyholder to lapse his insur- 
ance in one company and replace it in another company, usually called “twisting.” 

These laws were enacted for the good of the community. Policyholders have a vested 
A policy in hand is very valuable because taken at a younger 
The policyholder may not be able to get new insurance on account of declining 


KENTUCKY 
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NOW ON SOUND BASIS | 





YEOMEN CHANGE IS DEFENDED 


Counsel for Fraternal Tells Iowa Com- 
mittee It Could Not Have Paid 
Claims Otherwise 


DES MOINES, IA., Mar. 18.—The 
troubles that came to the Broiherhood ; 
of American Yeomen when it changed | 
its system from inadequate assessments 
to an adequate rate basis in 1921, which 
have been gathering momentum through | 
the passing years, were brought before 
the legislative investigating committee | 
by John Denison, former attorney for 
the organization, and who is now the 
attorney for those who are seeking to 


undo the changes made in its methods 


of doing business. 
The committee summoned Judge | 
Jesse Miller, present special counsel for | 


the Yeomen, in order to get the present | 
attitude of the organization. He stated | 
that A. C. Savage, former insurance | 


commissioner, advised the Yeomen to 
make a change from inadequate assess- | 


ments to an adequate rate basis in 1921. 

The society then adopted the Class C 
form of policy. Mr. Savage compli- | 
mented the officers on their 
make the change and approved 
ciety’s contract with the International | 
Insurance Service Company of Chicago 
ior making the transfers. 

The cost of making these transfers, 
Judge Miller told the committee, was 
70 percent of the first premium. But 
even this cost, he said, was 70 percent 
less than the cost of putting new busi- 
ness on the books. 

The transfer to adequate rates was 
necessary to preserve the Yeomen, An 
actuarial examination in 1917 disclosed 
that the Yeomen could only pay 5 
cents on the dolar in claims. The re- 
serve to pay death claims decreased 
steadily from 1917 and the officers 
agreed that if the society had not con- 
verted its business to adequate rates it 
would have reached a point where it 
could not have met Class A death 
claims. 

The Class A assessments have aver- 
aged $40,000 to $50,000 per month less 
than the amount required to pay bene- 
fits in that class. Class A policyholders 
who do not elect to change to the Class 
C adequate rate policy will be taken care 
of through payment of step rates, Judge 
Miller said, in all probability. The step 
rates will be based on the increase in 
age of members. 

There are 26,600 Class A members 
who have not transferred to Class C. 
Che adequate rates have built up a le- 
gal reserve and the society now has 
assets of $6,000,000. 


- eT 


torts to 
the 


New Book Published 


The first volume of a new series of 
life insurance text books has come trom 
the press of the McGraw-Hill Book Co. 
of New York—a book entitled “Life 
Insurance,” by Joseph B. Maclean, as 
sistant actuary of the Mutual Life of 
New York. This book, which initiates 
a new series being written under the 
direction of Prof. Ralph H. Blanchard 
ot the School of Business at Columbia 
University, is a practical and non-tech- 
nical explanation of the principles and 
practice of life insurance. It ts intended 
for the beginner and is an analysis of 
all life insurance problems in the _ be- 
ginner's language. It is amply illus 
trated with tables, sample forms and 
weneral statistics. There ts a brief out 
line of the historical development of the 
business, the bulk of the book being 
given over to a study of the actuarial, 
legal and underwriting tactors of the 
business 


Clarence Schenck, superintendent of the 
home office agency, Penn Mutual Life 
has been in a hospital at Norristown, Pa., 
since Feb. 25, where he is being treated 
for a fractured right leg, the result of 
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Archery and Progress 


In 1792 Mahmoud Effendi, a Turkish archer, hit 
a mark with an arrow at 482 yards. His bow, 
arrows, thumb-ring and groove are still on 
exhibition in London as proof of the feat. This 
achievement was the result of years of practice 
and observation. He could not pass on to others 
the skill he had acquired. 


Today we do not depend on guesses—no matter 
how shrewd—and especially is this true in sales- 
manship. The difficulty of foreseeing actual 
results oftentimes keeps a man from entering the 
profession of Life Insurance and to the untrained 
man the slow progress, costly experimental work 
and possible errors often result in discouragement 
and defeat. 


All these obstacles are overcome by our specially 
prepared Educational Course, which teaches the 
fundamentals and principles of the business, and 
our Sales Planning Department, which secures 
prospects and arranges interviews. We visualize 
everything; eliminate guess work; save our agents 
time, worry and drudgery. 


Unexcelled Low-Cost Life Policies 
Substandard Policies for Under-Average Lives 
Child’s Educational Endowment 
Non-cancellable Income Policies 
Non-cancellable Accident Policies 

Standard Accident and Health Policies 
Standard Accident Policies 


We have room in our fast-growing organization 
for afew more men who would like to take up 
Life Insurance work under ideal conditions. 


ADDRESS 
E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 
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Unfortunate Advertising 


Ir is unfortunate that institutions of the 
standing of ALEXANDER 
New York City 
should present in the advertising columns 
left-handed 
recent 


reputation and 


HamILTon INSTITUTE of 
magazines a 
Above 
“But 


of some of the 
knock at life 
advertisement is 


insurance. one 


a caption -suppose 
you live?” 
It tells about a man who is putting all 


his surplus into life insurance. A man of 
{0 years is the department head of a busi- 
salary of $3,500. He is 
giving 
His 


sorbed in living and in his life insurance 


ness, getting a 


economical and is his family all 


the comforts he can. money is ab- 


premiums. 
The other man in the hypothetical con- 


versation is 20 years older and makes this 


bservation ‘You have shown excellent 


judgment in investing in insurance for 


Every man should. In case 


children 


your family. 


you die your wife and will be 


taken care of, but you live?” 

Here it 
stopped short and the advertisement makes 
“Must I spend 
death ? 
enough to 


suppose 


was that the younger man 
him ask these 
all these 


Must my surplus never be large 


questions : 


years in preparing for 


provide for anything except life insurance 


premiums? Must there be no luxuries? 


No enjoyment of the sweets of success 
while I’m young? 
The gist of the advertisement comes 


later when the ALEXANDER HAMILTON IN- 
“success 
that 
his earning powers are larger on account 
and efficiency. 


STITUTE urges that a man carry 


” 


insurance” by taking its course so 
of his greater knowledge 

In the first place there are mighty few 
men that are making themselves poor by 
spending their surplus in life insurance. 


There may be occasions when a man is 
skimping too much in order to protect 
his family. A life insurance man, how- 


every, will not encounter many such cases 
As a usual rule it can be said that people 


are under insured rather than over 
insured, 
These facts must be kept in mind 


When a man marries and starts to raise 


a family there are definite responsibili- 
ties resting upon him that have to be met 
if he is a man at all. His duty first is 
protecting his 


$3,500 


to go as far as he can in 


family. With an income of 


year there is not much to be spent in 
luxuries. There should be a reasonable 
amount expended for life insurance be- 
cause that is the only means whereby a 
man having that income can do anything 
towards creating an estate. He can't ex- 
pect to indulge in any luxuries that call 
for a large income. 

At the same time no life insurance man 


is urging a prospect to grind himself into 


the dirt and keep himself down without 


any recreation or diversion. The man with 


an income of $3,500 should budget his ex- 
penses and allow a reasonable sum for life 
insurance, a certain amount for luxuries, 
There should be a definite plan 
for him 


Certain life insurance 


so called. 
mapped out by himself and wife 
to meet obligations. 
should come in for its reasonable share 
and no more. 

It is binding on the man that he should 
take every means to prepare himself for 
a higher paid position. He should take 
the ALEXANDER HamiLtan’ INSTITUTE 
course or something akin to it if he has 
had the 
training or higher education. 

The make is that the 


DER HAMILTON INSTITUTE, 


not opportunity of vocational 
ALEXAN- 


in its advertis- 


point we 


“knocking” a great scheme of 
and one that is doing a great 
than 


ALEXANDER 


ing is 
beneficence 


deal more for humanity so-called 


“Success insurance” which the 


HAMILTON INSTITUTE presents. 


During the creative period of a man’s 


life, if he has a family depending upon 


him, he must forego some of the pleas- 


ures that he indulged in beforehand and 
which are expensive. He must realize that 


it is up to him to devote a certain percen- 


tage of his income to family protection. 
That is all the life insurance men recom- 
mend. 


Should Use the Literature 


urging their 
sent them to some 
notify the 


Ev ery 


Some life companies are 


agents to use literature 


good advantage or else othce 


not to send any mort once in a 


while splendid educational and sales arti- 


up by companies and sent 
Much of the 
be used with policyholders. It 


The 
is high. 


cles are gotten 


out to agents. material is to 
has bee n 
cost of printing, 


Yet 


expensive to get out. 


engraving and paper some 


agents tuck this away in some obscure 
place and never use it. These leaflets or 
booklets can be used effectively to bolster 


they are al- 


desk rid- 


up one’s business, but when 


lowed to accumulate and become 


den they are worse than useless 
If you can't find prospects create 
them. The elements are health, wealth 


and character. 
. 
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PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











In a campaign conducted in honor 
of Frank L. Jones, Indiana manager, 
agents of the Equitable Life of New 


York piled up a total of $990,000 of new 
business the last 18 days of February, 
the largest volume of new business in 


a similar period in the history of the 
agency. 

Mr. Jones began his 18th year as 
agency manager of the company on 
March 1. He and Mrs. Jones spent 


February on a vacation in Jamaica, and 
on his return the agency organization, 
in acknowledging the 17 years’ service, 
reported the large volume of new busi- 
|ness and also gave a demonstration in 
| his honor. Separate posters with a 
| large “18” in red numbers were put on 
| the walls of Mr. Jones’ office, each one 
representing a new application received 
There were 319 of 





during his absence 
| these posters. 

The first two months of the year, 
Indiana agency reports more than 
| 000,000 new business, which is substan- 
| tially in excess of last year. Mr. Jones 
| is preside nt . the Indianapolis Associa- 


ition of Life Underwriters. 


the 


$2.- 


| Rev. Philip Grant Davidson, brother 
lof Gaylord Davidson, the well known 
life man, is rector of St. James Episco- 
pal Church at Greenville, Mississippi, a 
charge he has held for 18 years. Dr. 
| Davidson built this beautiful Gothic 
| structure three years ago and it is a 
{memorial to the loyalty and the faith 
lof his people. Dr. Davidson has been 
the dominating influence in church life 
and administrative activities of the Epis- 
copal faith, not only in Mississippi, but 
throughout the south, and is known and 
loved for his power and eloquence. He 
is a leading citizen of Greenville, which 
is known as the Queen City of the Delta, 
and just recently headed a committee 
of the Rotarians to take up with repre- 
sentatives in Congress a_ vital angle 
touching foreign immigration that would 
affect the south. Dr. Davidson served 
in Red Cross work in France and before 
and following the World War he was a 
leader in the south in many religious 
and civic activities that have led the 
southland to a new birth of faith in her 
own power and influence. He is still a 
vital factor in spiritual and civic life in 
the southland and is regarded as a wise 
friend and counselor to a people who 
are known for their warm friendships 
and fidelity to high ideals. 


John T. Russell, of Worcester, Mass., 
who heads the forces of the Aetna Life, 
as the largest producer of accident in- 
surance in the country for 1923, and 
who has stood on the honor roll of the 
company every year since he has been 
with the company, some seven years, last 
year being in fourth place, has been in 
the insurance business since 1903 when 
he graduated from Wesleyan Univer- 
city. For several years he was mana- 
ger and agency assistant of the Travel- 
ers in Worcester. Seven years ago he 
became general agent for the Aetna life 
and accident departments. In addition 
to leading the 10,000 agents of the com- 
pany in accident lines in 1923 he paid 
for approximately $500,000 of life insur- 


ance. He is a native of Vermont and 
is 49 years old. 
The directors of the Missouri State 


Life passed a resolution recognizing the 
splendid work of President M. E. Single- 
ton, who has rounded out five years of 
service in that position. The resolution 
expressed the appreciation of the stock 
holders and directors on the achieve 
ments of President Singleton. When he 
took charge of the company as president 
in March, 1919, it had assets of $19,9895,- 
554 and insurance in force of 
636 It now has admitted assets of 
1 $25,989,946 and insurance in force of 
|$475,735,998. The vear before Mr. Sin 
| gleton took charge its new business was 
$41,580,082. Last year it wrote $155,449,- 
#k%. When Mr. Singleton was chosen 


$176,746,- 














SINGLETON 


M. E. 
President Missouri State Life 


president he inaugurated an aggressive 
expansion campaign, The company has 
established new branch offices in 30 lead- 
ing cities and, in addition to writing life 
insurance, has established an accident 
and health and a group department, both 


of which are very successful. 
Mr. Singleton went to the Missouri 
State Life after a successful career in 


other fields. He was in the cottonseed 
oil business for some time. In fact, he 
went to St. Louis in 1902 and organized 
the East St. Louis Cottonseed Oil Com- 
pany, of which he was manager. He is 
a director of the First National Bank 
of St. Louis and is a factor in several 
other local enterprises. After the reso- 
lution was read to him, Mr. Singleton 
made this comment: 


“My only regret is that I didn’t enter 
the lite insurance business earlier. It is 
very interesting to me and, despite its 


there remain tremendous pos- 
sibilities of further development. It ap- 
peals to me particularly because I can 
see no other business that accomplishes 
such great good. And at the same time 
life insurance, through the immense 
funds held in trust, plays a big part in 
the development and progress of the 
country.” 


vast size, 


Don Coates has commenced publish- 


ing at Dallas, Tex., a new insurance 
paper called “Texas Insurance”. Mr. 
Coates’ paper will be devoted exclu- 


sively to a consideration of insurance 
news and developments in the Lone Star 
State. The first issue has just been 
sent out. Mr. Coates formerly repre- 
sented the “Insurance Field” with head- 
quarters at Dallas, and more recently 
oo been general agent at Dallas of the 
Pilot Life. 


Mrs. H. W. Johnson, wife of the pres- 
ident of the Central Life of Illinois, 
died in Chicago. The funeral services 
were held in the First Methodist Church 
of Ottawa, IIL, her former home. The 


large auditorium was crowded to its full 
capacity, with former friends and lite 
long acquaintances of Mrs. Johnson, 


who enjoyed the esteem of all who had 
known her. 

She was in attendance 
year at the meetings of the 
Life Convention, of which Mr 
was president in 1920, and her passing 
over takes from the circle of American 


from year to 
American 
Johnson 


Life Convention ladies a most popular 
member. She had been ill for some 
wecks. 

Lucius Pfouts, formerly chief exam 


iner in Illinois insurance department, has 


—} 
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been elected vice-president of the Great | 
American Casualty of Chicago and will 
also act as executive advisor on the staft | 


- 


— a a —_—_ 


— 


ot the Standard American Fire Both 
companies are managed by the Wolfle- aie ae ' . , 

. . " ¢ of a series of messages appearing cach week. 
Steffelin Company. Mr. Piouts served This is one 0} ‘ ges app & 


Watch for the one to appear next week. 
the Illinois department for over “4 aren | PP 


years. He went with it June 1, 1897, 
when John R. Tanner was governor. 
He was appointed chief examiner Jan. | 
10, 1901. Mr. Pfouts has participated in | 
many important examinations and on] 
special request has represented other | 
states in eXamuinations, | 


William H. Hunt, president of the | ° 
Cleveland Life, spent a couple of days | U ll A d 
in Indianapolis last week, calling upon ) hiversa y pprove 
friends, He was on his way to Hot! 


Springs, Ark., and expected to stop at} 
Evansville, Ind., to look over the com- 


Lite. Mr. Hunt is particularly gratified : 
to purchase old line life insurance 
a Satistactory rental basis through im-| 


pany’s interests there which it acquired | ° . 
through reinsuring the a en ) All classes appreciate the opportunity 
that the home office building of the In- | 

termediate Life has been brought upon 

provements and the raising of rents. upon the monthly bud¢éet plan made 


| 


H. Kirke Howe, jor the past 28 years | : > ‘ , > 
connected with the State Life of In- possible by the Grizzard Sy stem. 
dianapolis and cashier for the past 17 
home office Saturday morning. He had s . fi . 
been ill for ten days of cardiac asthma It has a strong appeal because it its 
morning, believing he had recovered sut- ° ; ; ~ >5 
nciently to resume his work. He had a in perfectly with the universal desire 
treasurer of the company, is a brother. to budé¢et family expenses and busi- 
The funeral was held Tuesday. The of- 

Secretary Robert F. Moore of the ° 
Southern States Life of Atlanta, Ga.., basis. 
vivid green tie in honor of St. Patrick. 
It was the 53rd consecutive occasion of 
played. Its owner wore it first when 
stroke of his university crew in Eng- 
like its wearer, well preserved, for Time 
has been kind to “Uncle Bob” as South- 


vears, died at his desk in the company’s 

and returned to the office Saturday 

wide circle of friends. Walter Howe, 

fice was closed in his honor. i hl j 
ness disbursements upon a monthly 

appeared at his office Monday with a 

this sort on which this tie had been dis- 

land. It only remains to say that it is 

ern States men call him. 


Ask for a free copy of Radio 
Address on “Life Jnsur- 
ance,’’ by James A. Grizzard 


Frank L. Travis, formerly Kansas su- 
perintendent of insurance, has an- 
nounced his candidacy for lieutenant- 
governor at the next Republican 
primaries. There are four members of the 
legislature and one former member 
who are seeking the place. Colonel 
Travis has been interested in promot- 
ing a fire company at Kansas City. 





Miss Kathleen Price, the daughter of 
President Julian Price of the Jefferson 
Standard Life, was selected as queen of 
the Mardi Gras carnival of the Greens- 
boro Country Club, held just before 
Lent began. Miss Price is a direct 


= a GSS 
descendant from Henry Clay on her| 
mother’s side. 
W. T. Grant, president of the Busi- . 
ness Men’s Assurance of Kansas City, 


has added to his many business and civic Pronounced Griz -~ard’” 


offices by accepting the post of perma- 
nent chairman of the United Counselors, | 
an organization recently formed in Kan- | 
sas City for the work of pushing civic ° 
improvements of all kinds in the city. | 


This organization includes 75 of the | GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 


leading business men of the city. Mr. 
Grant is also a director of the Peoples | CHICAGO, Incorporated - OHIO, Incorporated 
Trust Company, the Anchor Savings & Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave.. CLEVELAND 
Loan Association, the Kansas City Con- uch ” BUS 
servatory, the Y. W. C. A. and the GRIZZARD SYSTEM OF 16 E. Broad St., COLUM 
Kansas City Art Institute MICHIGAN, Incorporated emagetien Bidg., AKRON 
oe lst Natl. Bank Bidg., Detroit Daily News Bidg., CANTON 


held last week the meeting was appar 

ently “packed” for the sales talk con-| 
test. by Equitable Life men At least] 
halt of the entrants, and probably more, | GRIZZARD SYSTEM OF AMERICA, Incorporated 
were Equitable men The audience 


laughed as Equitable men, one after] Executive Offices, Illinois Merchants Bank Bidg. 


the other, arose to deliver their ideas. | 


Regardless ot whether or not this al | CHICAGO 
tivity was “inspired” from higher up, it ) 





was an excellent contribution to the} 
meeting. The Equitable men are to be | 
congratulated on their enthusiasm and 
their efforts to make the sales contest] 
a success. It is needless to say that not! 
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— “Clayt” Hunsicker, former president | made practically a 100 percent return on 
Vice-president J. T. Palmer of the | °! the Philadelphia Association of Life | a family of seven which he solicited for 
| Underwriters, is still the pacemaker, for | life insurance. Young Fred Nitta was 
the Fidelity Mutual Life, as he has been | discovered by George Gould, general 
| 
| 


that so many prepared themselves for 
the contest was of value to them. The 
going over of one’s methods to select} Alabama National Life of Birmingham, 
the best in itself crystallizes ideas and| Aja, continues to be one of the princi- 
thoughts on selling which will be of} yay producers of that company, although 
great help to the agent in organizing | he disclaims making any special efforts 
~ nee ee + eg he agent w no these days. Mr. Palmer was for many 
ve ee pee sexier his selling meth- | vears Alabama state agent for the Vol- 
ods Is to some extent committed to the | unteer State Life and was the principal 


only did the Equitable Life agencies as | pounders that he shot recently. In one | will return to America. Mr. and Mrs. | endeavor to fit the insurance he sells to ‘ 
a whole contribute more to the sales| of these the bird is held up by a fine | Crocker are accompanied by Vice-presi- | the client’s actual business needs. 
congress contest than any other com-| boy, his son and in the other his daugh- | dent John L. Wakefield of the John 
pany, but they likewise took away with! ter holds it. Mr. Lacy is justifiably | Hancock and William P, F. Ayer of Fred Nitta, a young Japanese high 
them more of value—in addition to]! proud of both children as well as the Newton. school boy, has proven himself a “go- 
prizes—than any other. The very fact birds. — getter” with the Montana Life, having 

| 

| 


for years. Last vear he headed the list | agent for the company at Oakland, who 
of individual producers and in 1924 he | put the youth to work for the Montana 
has headed the lists for January and | Life. He wrote an endowment policy 
February and is going strong for | one day on one member of this family 
March. Mr. Hunsicker’s specialty is | of seven and has consistently followed 
selling insurance to pe rpetuate business | that up until six in this family have 











ans which he has outlined. The man : ee 
tage . *“ | organizer of the Alabama National. He | ~~" , . 
interested in the outcome of a contest} .' . : : , concerns, both large and small. The} been sold and the seventh is now being 
; : | makes a specialty of the rather unique | oo yw | 
listens eagerly for the suggestions of secret” of his success is his constant | stormed by this aggressive young agent. 
ethes Guetadiuntes 60 Gaeneate Gam eth t eee endowment policy of his com- + 
) Sti _ comp: c c — 
. | pany and devised some of its features. |r - — — — 


his own. He is, therefore, very likely to 
retain in his mind the ideas brought out 
during the contest which will be of 
great value to him in later selling. 


March has been designated as “Pres- LIFE AGENCY CHANGES 

ident’s Month” by the Pan-American | }} 
ae Life in naeer of President Crawford H. 

A. V. Woods, weneral agent of the | Ellis and the company will endeavor to | NAMED BY MERCHANTS LIFE | ity Mutual Life. Carl F. Asmus has 











West Coast Life’s southern California | 5€t.4 mew record in both the life and aes been named manager for northwestern 
agency at Los Angeles, was married | accident and health departments. Vice Ohio, with headquarters in Toledo. 
recently at ( olumbus. CG. to Miss president and General Manager E. G. Appointments in pone Force Made J imes H. Dow has been appointed man 
Esther Morgan of that city After a | >immons its directing the campaign by Des Moines Company in ager for Colorado, with headquarters at 
e s sich . A ~ 4 . . . > 

brief honeymoon trip to eastern cities | Which he believes will result in the Montana and Illinois Denver, in line with the Fidelity Mu- 
Mr. and Mrs. Woods sailed from New | biggest month the company has had eee tual’s drive for more intensive organiza- 

since its organization. tion in the middle west. Mr. Nissley, 


York City via the Panama canal for , , . ; 
The Merchants Life of Des Moines | who has ably represented the company 


their future home in California. Their | Fie : ‘ 

arrival in Los Angeles is expected April Ben Thorp, Texas state manager for has made some recent appointments. | jin Colorado for many years, will con- 

6, and they will reside in Pasadena. the Federal Life, has returned from John A. Jelderks has been appointed to | tinue with the Denver office as an inde- 
Mr. Woods is one of the best known | Mexico Ben says he is very fond of | Tepresent the company yin Oregon. C, A. pendent producer. 

life underwriters in southern California, | the chile and tamales he found in the | Bellrud of Billings, Mont., has been ap- —_—— 

having represented the West Coast Life | land of the Montezumas, but that he | pointed Ss SS eS M. D. Lewis 

as general agent since 1918, prior to| likes Dallas and Texas better. He de- | that state. : ; ; as ae 

which time he served the same company | Clares he would not give corn bread, A. T. Stark has been appointed man- Announcement is made by the Equit- 

as agency cashier, His agency is one| hog jowl and turnip greens occasionally | ager for the northern half of Illinois | able Life of lowa of ‘the appointment of 

of the leaders in the West Coast field | for all the high sounding dishes across | with headquarters in Chicago. He | M. D. Lewis as general agent at Bed- 


started with the Prudential and then | ford, Ia. Mr. Lewis has had 14 years’ 

the Equitable at New . ork. In 1911 he | experience in the life insurance business 

per annum. Walton L. Crocker, president of the | became connected with the American in that city. His territory will include 
—_ John Hancock Life, with Mrs. Crocker, Life of Des Moines as North Dakota | Bedford and the surrounding district in 

Secretary Ben Lacy of the Protective | jeff New York Saturday on the Conte | State manager. Later he became state | southwestern Iowa. 

Life of Birmingham, Ala., carries a| Verde for a two months’ tour of Medi- | ™@mager for the same company in Min _ 

wild turkey call in his pocket and will terranean and European cities. After | "eset =n Fred E. Luff 

show a visitor how it is used if asked | touching at Naples, Athens and other 

to do so. And he exhibits proof that | Mediterranean ports they will visit 


the Rio Grande, 


and is now producing new insurance at | 
the rate of from four to five millions 





Fidelity Mutual Appointments Fred E. Luff of Cleveland, has been 


he knows how to use it in the shape | Switzerland, France and possibly Jugo Earl H. Myer has been appointed | appointed Ohio state manager ior the eS 
of photographs of a pair of fine 201 Slavia. After a visit in England they | manager at Ithaca, N. Y., for the Fidel- | Jefferson Standard Life, which has just 








FINANCIAL STATEMENT 


ADMITTED ASSETS 


a ee ROU site eulind ee wnd esac $ 465,610.17 
First Mortgage Loans............... Maiadeaeh hs ehiesebss hic Keeee £5 11,205,905.68 
Policy Loans ...... phe ik bade oe eo PO EE ee TE eee 2,289,531.74 
SE ee eee 175,464.76 
Government and Municipal Bonds... .... .. 2.2.2.2... 2cccccccceces 284,621.82 
ae eee 420,005.60 | 
Due from Reinsuring Companies on Death Claims Reinsured........ 2,000.00 
Interest and Rents Due and Accrued................-+++: heeckanaets - 747,212.11 
Se See ET SII, oi so hac eccevceceeeeswsencns 221,440.88 











$15,811,792.76 
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ROYAL UNION LIFE N, 


(Name Formerly State Lifefsura 


ROYAL UNION LIFE BUILDING - ° 5 . 


A. C. TUCKER, President i 
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‘ entered that state. Mr. Luff formerly | He is an alumnus of Williams College | Seattle for northwestern Was! ington; | has been ay nted city agency manager 
was connected with the Guardian Life | and took postgraduate work at John R. \ Fuqua, general agent a A he for the Omaha Life 
ot New York, was an American aviator Hopkins University For two years he | deet for southwestern Washinetor John B. Northcott has resigned as 
. A “ - , secretary f ‘ ") mber *‘omr c 
attached to the British Royal air force, | was secretary to Thomas Nelson Page, | H. B. Sheppard, general agent at Idaho it Cedar R 7 7 — “j . th oo 
: L _at id i ec tapids i i for 8 
74th Squadron, during the world war | American ambassador to Italy. He was | Falls; R. H. Wands and Taylor (¢ f the Northwestern Mutual Lif 
and received the distinguished flying | also with the New England Mutual at! Robertson, joir general agents at ; ra , = » advert 
i 4 1 > : ¢ i ‘ ) mine 1 e 
cross tor his record aS an ace Baltimore at one time, Mr Drake joined | Be ise, lda ne man f Sioux F j s,s. bD has joined 
——. the Missouri State as agency special a — the George L. Douthit’ general agency 
W. N. Reed vear ago in the Los Angeles branct Chester McLane t city. Mr. Talbott resigned ae ad- 
' i! ait tt re nec : TT 
rey ; , , Prior to that he was in t rei stat vertisit : ‘ tle RB 
William N. Reed, formerly assistant | , to opts “py al estate Chester McLane of Aberdeen, S. D., | Yetisine manager of the Fantle Bros 
eet sae : : - business, having gone to Los Angeles!, - oe Danforth ¢ t ike the new ni 
manager of the Seattle agency of the cneen Cod R ; +} as been appoint strict manager for | tio 
" . " : If dar \apids a tor nat ur 
Equitable Life o! New Yu rk, has been ¢ ; > } } : . M t I ( 
: med 4 | pose. At Cedar Rapids he was an age , ; I ber « I y 
appointes nanager t th stern , } er ~ Kot 
| tppo! ¢ manage Oo € westc the Equial I ‘ . He < ! AJ ’ V ‘ lL det I } 
Washington agency of the company. | heen im the trokerae a Ale \ Mel \ ’ s, has r 
a ais) ) t nUOR ant cs . 
Mr. Reed has bee n with the Seattle . satire hile lesmat ce ‘ 0) , . for tl 08 
: an a 1iohile salesma t ¢ t t t' nder Ger 
agency tor the past three ve lis a \ ws M Efford i 
.s 


territory includes Idaho, Oregon, Wash- R. I. Pabb Life Agency Notes st ger to t : fe insurance | 


ington and Alaska 





f in ' = ‘ ‘ , rious experiences 
os The Peoria Life is opening a Chicago F. Findl ie cor | R&Rt: Raving had previous experience 
Wes ; el 1] tal , , : I e Vid ' oO oe hg Bay 
ley Styles ra hn omee and as iken space .. 
Weslev Stvles. actuar wamines P 1e\ Strauss building Michigar . 
otyies, actuary-exXamine ot | lacks ' wy ; 


the North ogra: song department, a : “ence po ves of the ne “ offi = EASTERN STATES ACTIVITIES 
has resigned to take the management 

of the Grand Forks heench of the ¢ wer L. B. Ross 
dental Life, which recently absorbed the 


Great Northern Life of that cit lacob The George Washington Lite has BIG CONGRESS AT CLEVELAND lesmat! viewed both from the 











Barth will fill Mr. Styles’ position for i = Oklahe ral with | B. Ross ot t nical s of the business and the 

sche nreaet nid as general agent ; factors inv ) 

the present. Nearly 900 Registered for Northern 3 eH olved : : 
— Perez uff, leading producer of 


Jefferson Standard Appointments C. S. Whitfield Ohio Sales Rally—Seek Bigger the Travelers in New York. ill 


illustrated 
: : . oe ee es ‘ Meeting Place Next Year from large cases he losed las 
D. A, Walker, formerly manager oi C. S. Whitfield, formerly secretary . a rig he closed last year 


san. i neneemenee Tage a a pecans the great possibilities of the busines 
the Mobile district for the Jefferson | the Commonwealth Life an = S , ; | ght e Geass 
Standard Lite has been transterred to retary Whitfield of the Standar Lite « tn rth U » Sales Sw ase S &Kct ad ire not alraid to 
Birmingham, from which point he | > Lo lis, | SS Deen mac State a6" agin feds” 4 epee cer woataygmesengd [9 nscind Bic ee “Tn — . a dol. 
operate as state supervisor tor Alabama. tor the Standar for | wa al 11s ope! ‘ the stand ol ~ edance pro- val ‘ i SIONS pe yee men 
¥ ‘ = sor I 7} on 0098 rar na ; sane , . of ‘ < =} slcl he ot | rrofeccion 
Mr Barton. formerl\ with the Metro ing ofthe : 2 4° 5-427 | ‘ | ¢ +e i a i c cle t a Li - Nea pag ‘ : al _ pre i¢ One 
. on . yicter j ner tie ] oft vhoam met the proudest of ti ir Dusiness 
politan, becomes district manager for Des Moines, wats cxsccctne Rage ee ee \\ J " pt } 
° : - ' y < i ' of SS sie 7. 
the Jefferson Standard at Mobile, su = Gree vase : sus ler of St. Louis, the 


ceeding Mr. Walker. J. H. Payne tickets had been sued < a unt ot! Billy Sunday ot hit insurance,” closed 





1 H. Pavne has been at ——~ lack of spac the congress with some striking dem- 
. . ° ' ‘ 1] te 1] ; * ow | . } netr ; ’ ; seal nr h, 
Missouri State Appointments State Agent Moss i Ohio as general 1. Elliott Hall « New York made a ‘ i Ss < ictual approaches and 
trent ' 1 én lhe ’ ' 7 n } Tle roument » , ’ 1 r 
The Missouri State Life ] a ’ agent tor the International Life « ot strong appeai 1 Selling I vena In “vs S “6 rie ° He was give a tre 
. . SEE wet . As apps ‘ . ¢ 1) ’ 7 , svrat * lt was ¢ first time } had ' ndous ition upon nelusi 
ed two assistant branch managers. C.| Louis at Newark. Mr. Payne aS eg ae eee ee eet ee en | 7 oo 
Delano Ames taking his post with the abundance of insurance experience SS : leveland and he was Membership Now 440 
Baltimore branch and D. L. Drake be- : ; ee = \ rt business session, presided 
ing appointed to the new office in the Minnesota Mutual Appointments Strong Program of Speakers t President Pearce, opened the 
Los Angeles branch Mr \mes has The Minnesota Mutual Life | ad M. Ray, assistant erintendent iftert session, at which more than 
been an agency special with the Mis- | the following appointments on the Pa-| of agencies for the Equitable Life of | 50 new members were admitted, bring- 
souri State Life for a vear and prior to | cific Coast: Paul H. Sroat general agent | lowa, closed the morning session wit! ne the membership of the Cleveland 
oh that was assistant to the manager of the at Portland, Ore for northwestern Or an eloquent address outlining the qual organization up to 440 E. B. Hamlin, 


Calvert district of the Metropolitan Life | egon: F. O. Harris, general agent at | ities essential to s esstul lite insurance | president of the Ohio Association of 


AS OF JANUARY 1, 1924 


LIABILITIES 


| ee a a ee ere ee .. .$13,169,036.49 
| EET rer re Te ee eee 239,750.46 
- gS EP EE  PPE enea  a eeerar 52,658.00 

Coupons and Dividends Left with the Company to Accumulate at In- 
errr rrr ree oedih idee s Bene tein g oe 652,835.24 
ee Nn go oid 0000 oes ses00e6eedneeuee 54,396.27 
PEPE OT TTT TTT TT TT TT Ter Te 87,500.00 
Reserved for Dividends to Policyholders. .................0 000005. 295,974.70 
iis a as 60.05 6s 66.09.06 46K: 2 TEESE OEE SRC ONMOEN OREN 600,000.00 
Sn I re errs ee se ee 51,907.91 














$15,811,792.76 


- +h - - - - - = = = $109,447,793.00 
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Lifefsurance Company of Iowa) 


. ‘ . . - DES MOINES, IOWA 


WILLIAM KOCH, Vice President 
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STATE MANAGERS WANTED 


| Kansas, Oklahoma, Arkansas, Mississippi 


SPLENDID OPPORTUNITY 


For experienced men, with clean records, capable 


of building up high class organizations. 


Liberal 


contracts with 


FAST GROWING COMPANY 


Write or wire H-90, care National Underwriter 


Chicago, Illinois 








Life Underwriters, and John H. York, 
vice-president of the Cleveland associ- 
ation, discussed the value of association 
membership, from the standpoint of na- 
tional, state and local benefits. 

The financing of the Cleveland con- 
gress was unique in that members in 
good standing were admitted free, the 
expense of putting on the congress be- 
ing met by a registration fee of $1.50 
from non-members. Plans are already 
being discussed to hold the next con- 
gres in a larger auditorium and invite 
representative business men to attend 
some of the sessions designed espec- 
ially to interest them. 


Ohio Medical Directors Meet 


Medical directors of Ohio insurance 
companies, agents and field men held a 
conference at Dayton a few nights ago 
with 75 in attendance. The meeting 
was one of the best ever held by the 
medical directors’ organization. Among 
the medical examiners in attendance 











MEASURES OF 


SERVICE 








THE NEW YORK LIFE INSURANCE COMPANY 
HAS, OVER A THOUSAND MILLION DOLLARS IN SECURITIES and VALID CREDITS 


WHY IS THAT IMPORTANT? 


Chiefly because this immense sum is a measure of the service which the Company 


is to render to the public in the future. 


If it had no money it could render no service. 
great without rendering great public service. 


THE NEW YORK LIFE 


has over FOUR THOUSAND MILLIONS of insurance in force. 


WHY IS THAT IMPORTANT? 


Chiefly because this is another measure of the Company’s service to the public. 
Stated differently, it means that it has contracted to pay, under certain definite con- 
ditions, in which the policyholders must do their part, over FOUR THOUSAND 


MILLION DOLLARS to its members. 


THE NEW YORK LIFE 


paid to, and on account of, policyholders in 1923 over ONE HUNDRED AND 
SIXTY-FIVE MILLION DOLLARS and since organization has paid on that ac- 


count over TWO BILLION DOLLARS. 
WHY IS THAT IMPORTANT? 


Chiefly because this is the heart of the whole matter; this is the final measure of its 


service. 


paid policyholders in dividends in 1923 over FORTY-SIX MILLION DOLLARS. 


No life insurance company becomes 
THATS the law of life insurance. 


THE NEW YORK LIFE 


WHY IS THAT IMPORTANT? 


Chiefly because those dividends reduced the agreed cost of insurance by so much. 
Dividends, so-called, are a measure of the economy with which a life company’s 
It's ALL A QUESTION of service. 


business is managed. 
Unless a life insurance company renders service it will not grow; it will not deserve 


to grow. 


THE ROAD TO A BILLION DOLLARS IN ASSETS IS PAVED WITH MIL- 
LIONS OF SCIENTIFICALLY BENEFICENT ACTS. 

There is no charity anywhere in it. 
it is a service in what may be called intangible values: 
respect, in good citizenship, in obedience to the law, in integrity, in all the impulses 
that make a man stand on his own two feet and do a man’s part. 

I am not sure that the service rendered by this Company in seventy-nine years in 
intangible values has not been worth more to the public than its service in the two 
billion dollars already accounted for and the billion dollars now on hand. 

We are still doing business and have room for more good policy-holders and for 


more good agents, 


It is first a service in money. And then, too, 


In responsibility, in self- 








NEW YORK LIFE INSURANCE COMPANY, 346 Broadway,N. Y. 


DARWIN P. KINGSLEY, President 


























were Dr. Frank Harnden of the Mid- 
land Mutual; Dr. D. T. Brown of the 
Gem City; Dr. F. M. Green of the Co- 
lumbus Mutual and H. H. Shook of 
the Ohio National. Dr. C. E. Schill- 
ing of the Ohio State Life was unable 
to attend because of the death of his 
father at Canton. Dr. Brown gave a 
talk on blood pressure. Field prob- 
lems were given much attention. A 
similar meeting will be held at Lima, 
April 8. 


Business Good in the East 


Some of the western companies that 
have been cultivating very carefully the 
west, especially the agricultural sec- 
tions, find that the line of least resist- 
ance is in the eastern states. Business in 
Pennsylvania, Massachusetts, Maryland, 
New Jersey and other states is coming 
good. A superintendent of agents said 
the other day that he was getting more 
returns for money spent east of the Al- 
leghenies than in any other section. 


Lent Opens Cincinnati Office 


Louis A, Lent has opened a general 
insurance office at Room 504 Traction 
building, Cincinnati, and will write all 
lines of insurance including life and 
fidelity and surety bonds. Mr. Lent has 
made no direct connections with any 
companies except in the lire field, where 
he represents the Prudential. He ex- 
pects, however, to make some direct con- 
nections for handling the other lines 
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MERGER NEGOTIATIONS ARE ON 











Propose to Join Century Life With 
People’s Life, Both Indiana 
Companies 





INDIANAPOLIS, IND. Mar. 18.— 
What the officers of the Century Life 
of Indianapolis say was a premature 
statement was made Sunday in a local 
Indianapolis paper that the company is 
to be merged with the People’s Life of 
Frankfort, Ind. President Thomas J. 
Owens of the Century Life states that 
such negotiations are under way but 
that they will have to be ratified by the 
state insurance department, and the 
stockholders and policyholders of the 
company before they can become effec- 
tive. However; he says that the pros- 
pect is verv favorable to such a merger 
which he believes would be advantage- 
ous to the stockholders and policyhold- 
ers of both companies. 

Both companies have a high grade of 
business on their books and a merger 
would give a total of $37,000,000 insur- 
ance in force, assets of about $3,500,000 
and a policyholders’ surplus of $500,000. 
The Century Life began business in 
1916 and the People’s Life in 1907. Each 
company has $200,000 capital and the 
Century $9,000,000 insurance in force 
and the People’s $28,000,000. It is un- 
derstood that President Owens and 
Secretary C. T. Tuck of the Century 
Life may go with the People’s Life as 
well as the home office force of the 
company. It is expected that if the con- 
tract of merger is drawn up to meet the 
approval of Insurance Commissioner 
Thomas S. McMurray, Jr., that it will 
get official sanction, as both companies 
have a clean record with the department. 
When an Indiana company advises the 
commissioner that it wishes to negotiate 
a merger or reinsurance he requires that 
it first exhaust other Indiana companies 
as prospects for taking over the busi- 
ness. He does not favor mergers with 
companies of other states though he has 
permitted this where all Indiana com- 
panies have declined to take the busi- 
ness. 


Federation Plans Big Work 


The I!inois Insurance Federation has 
opened a campaign of increased activ- 
ity and cooperation with other business 
organizations, the organization having 
placed itself on record as ready to serve 
at all times the many organizations of 
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men in the state. President 
Charles H. Burras of the Federation has 
completed the organization by the ap- 
pointment of prominent insurance men 
in each legislative district 1s district 
chairmen. He has sent to the United 
States Chamber of Commerce, the IIli- 
rnois Chamber of Commerce, the IIli- 
nois Bankers Association, the Illinois 
Agricultural Association, Kiwanis, Ro- 
tary and Lions clubs, and _ various 
boards of trade, a resolution calling for 
cooperation of all classes of business 
and offering the services of the insur- 
ance men, 


business 


Spence Agency Has Big School 
The 
that 


largest number of 
the H. Wibirt Spence 
the Mutual Life of New York at De- 
troit ever assembled are now in the 
agency school at the Detroit office for 
one week's intensive training under the 
direction of Marshall H. Butters, super- 
intendent of agents at that agency. The 
class is composed of 23 neophyte life 
insurance agents, 15 men and 8&8 women 


new agents 


agency ot 


making up the classes. The classes 
which started Monday, Mar. 17, will 
continue through to Mar. 21. Four ses- 
sions will be held daily, two in the 


morning and two in the afternoon. The 


class attended the regular Monday 
morning meeting of the Spence agency 
this week as guests of the regular 
agency staff. 


Approve Insurance Bonus Plan 


Omaha life insurance men are giving 
whole-hearted approval to the proposal 
that the bonus for ex-service men, if 
granted, shall be in the form of paid up 
endowment life insurance. Dr, C. F. 
McGrew, president of the Prairie Life. 
said: “It won’t hurt the ne ral idea of 
life insurance a bit. While I don’t be- 
lieve in the government ~~ into com- 
petition with private business, this is a 
different matter. It is the nearest solu- 
tion of the bonus problem of anything 
l’ve seen.” 

H. O. Wilhelm, of the H. O. Wil- 
helm Co.., chairman of the insurance di- 
vision of the Omaha Chamber of Com- 
merce, said: “I am very strong for in- 
surance. Although I have not made a 
study of this proposal, I think a paid-up 
insurance policy much better than cash 
in the majoritv of cases where a bonus 
would be paid.” 


Michigan Solon Loses Agent's License 


Commissioner Hands of Michigan has ! 
Little | ord in 1923 


revoked the license of Lloyd S. 





of Tawas City, an agent for the Ohio 
National Life, who is a state representa- 
tive and a member of the insur 
mittee of the house of representatives 
The revocation tollowed a hearing on 
charges that Little represented himseli 
a member of the state insurance de-| 
partment and conducted an illegal hear- 
ing at Alpena last August. 

J. F. McEvoy of Alpena, district agent 


ance com- 


as 


for the Peoria Life, was the principal 
witness against Little. It appears from 
the record that Little went to Alpena 
and told McEvoy that he was sent by 
the department to investigate a case] 
of “twisting.” McEvoy submitted in 
evidence a note written by Little re- 
questing McEvoy to meet him (Little) 
and signed “L. S$. Little, Dept. Ins.” 
Mutual Trust Agents Meet 
Edwin A. Olson, president of the Mu- 


INSURANCE 


tual Trust Life, made an address to the 
Chicago agents of the company at their 
regular March meeting last week. At 
this meeting, every agent present 
pledged himself to make a double et- 
fort during the latter halt of the month 
to produce a record for the March | 
total of new business, 
Agency Rally at Racine 
Matters of particular interest to rep- 


resentatives of the Northwestern Mu- 
tual Life in southern Wisconsin were 
discussed at their annual convention at 
Racine, with W. F. McCaughey, general 
agent, in charge. “Modern Methods 
Pertaining to Life Insurance” were dis- 
cussed by Myron Williams, assistant 
superintendent of agencies. Charles H. 
Parsons, general agent at Toledo, O., 


gave an inspirational talk on “Integrity, 
Intelligence, and Industry,” as the three 
leading qualifications of a successful in- 
surance agent. Details of the various 
bills pertaining to insurance, which are 


now before the Wisconsin legislature, 
were explained by State Senator Max 
W. Heck. 


Equity to Enter New States 
The Equity Life 


doing business in Nebraska only, 
President Sorensen reports that 
company will enter several other 
in 1924. 

~The Equity Life was organized about 
two years ago as a legal reserve mutual, 
but in the fall of 1923 changed to a 
stock company. Mr. Sorensen says that 
by looking after lapses in person the 
Equity had an 87 percent renewal rec- 


been 
but 
the 
states 


of Omaha has 
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REPRIEVE FOR FRATERNALS | the 


Oklahoma Restinese Allows Those 
Refused Licenses to Continue 
Until June, 1925 








claims | 
proot has submit- 
on file 30 days 
ot disputed claims, 


shall settle all 
been 


ior 


associations 
which final 
and have 
more, or 


on 
ted 


or 


bee nN 


In case 


the association shall immediately set up 
™ | 
;a reserve suthcient to cover such 
i claims: also that all such concerns, the 
names of which do not clearly indicate 
OKLAHOMA CITY, ORLA. Mar : 
: ; their character, must have printed on 
18.—Effects from the wm exploded : ; . | 
; ; ' all applications in large and plain type, | 
recently, anong traternals operating im ne “ 
: : 17,4 | the words Fraternal Beneficiary As- 
Oklahon were omewhat = dispellec , oo de . | 
a . : : , | sociation, Mutual Assessment Asso- | 
Thursday when the leatslature ulopted nas : | 
‘ . 2 , ciation.” or other similar language 
i resolution introduced last week with 
two senate amendments Licenses Were Denied 
. ee ‘nai a ’ - . , 
The trouble arose © SCOVCTS For alleged failure to comply with | 
» ? _ say? 1 ' oe 
ade by Jesse (. Reed, new Ippo tithe statutes of Oklahoma 25 fraternals, | 
nsurance co‘rmissioner, tl enses | all but one having headquarters within | 
‘ ttine these neerns perat the state, were denied licenses by the | 
the state must be issued by the Frater Oklahoma Fraternal Insurance Board 
al Insurance Board. instead of the | at a recent meeting until ~ \ comp oud 
surance commussioner o the state vith the state laws This ivolved ¢ 
surance board, by which they had pre roximately 100,000 mem te 
viously been ranted Phe allegations of the board were | 
The resolution nassed | the levis that the concerns nvolved failed to] 
ture autherized fraternals doing busi comply with the state law, which re- 
ess on the group plan that were quires fraternals to meet certain re- 
siness Dec. 31, 1973, to continue in | quirements, 
business until June 1, 1925, whether or Protests have been filed stating that 
| 
not their licenses had been renewed for | that schedule of insurance rates fixed] 
1924 by the Fraternal Insurance DBoara.| by the board is much higher’ than 
The amendments provide that within | the rates now charged by the companies | 
30 days after the resolution takes effect, | 


involved The approximate average 
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This Advertisement Reproduced by Request from Various Sources 


ETHICS— 


We hear a lot of discussion in regard to the ETHICS OF THE 
LIFE INSURANCE PROF ESSION—mainly by Home Office men— 
with the idea in view of having Field Men so conduct themselves as 
to protect Home Office Organizations. 


THIS COMPANY BELIEVES IN PRACTICING THE TYPE OF 
——— WHEREIN THE HOME OFFICE PROTECTS THE FIELD 


As an illustration: A short time ago, after one of our men had 
been working for months on a Group Case, a Broker stepped into 
our office presenting a letter commissioning him as Broker in the 
case. This man stated he had secured contracts from various other 
Companies on the strength of this letter and solicited ours. 


We promptly turned down this request, feeling that if the case 
was brought to us at all, our Field Man who had worked so hard to 
attain results, was entitled to the fruits thereof. We lost the business, 
but we protected eur own man. 


We do have some very good Brokerage connections representing 
The Minnesota Mutual exclusively, but business coming from any 
other source must come to us through one of our loyal representatives. 
We prefer a good, loyal organization NOW AND FOR ALL TIME 
TO COME more than IMMEDIATE business. 


HOW DOES THIS TYPE OF ETHICS APPEAL TO YOU? 


In our growing Organization we have big opportunities for more 
loyal, efficient, industrious men. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 


On Agency Matters address 
O. J. LACY, 2nd Vice-President 




















Over 144 Million Policies Now In Force 


Only four other life insurance companies 
in America have more policy contracts in 
force than this company. ‘The following 
figures show its remarkable growth in the 
last ten years: 


Jan. 1, 1914 Jan. 1, 1924 
RN. cntiennnians $ 7,804,230 § 40,113,271 
Policies in Force... $03,302 1,552,803 
Imeurance in Force 73,455,636 351,149,583 





Attractive” 
Kentucky, 


The Western and Southern Life Insurance Co. 


n to competent agents in Ohio, Indiana, 


wee nities o 
ennsylvania, Michigan, Illinois, Missouri. 


est Virginia, 


W. J. WILLIAMS, President CINCINNATI, OHIO 

















MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 


Unexcelled policy contracts, efficient life insurance 
service, and a net cost that is notably low—these are 
three of the reasons why the name Massachusetts 
Mutual is synonymous in the mind of the insuring 
public with all that is best in life insurance. During 
the seventy-two years of the Company's history its 
policyholders have ever been its loyal friends and its 
enthusiastic advertisers. 


JOSEPH C. BEHAN, Superintendent of Agencies 
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LOBE MUrvaL Lire 


OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 


Results for 1923 


The 


GAIN IN INSURANCE IN FORCE. 83 per cent 
GAIN IN INTEREST.. .......31 per cent 
SE EL, 5. oc cderivneveesveenereneeues 26 per cent 
GAIN IN ASSETS.... .23 per cent 
AVERAGE GAIN IN ALL ITEMS. 41 per cent 


This is away above the average of all Life Insurance Companies in 
the United States combined. It is a record we are very proud of and it 
shows how our policyholders appreciate the great service The Globe gives. 


CLAIMS PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 
T. E. BARRY, President, General Manager and Founder 








Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from $12.50 
to $1,000.00 with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1923 
I 6 fee on ee aie seed beebebendae tebe $ 36,916,613.75 
CE ide at in ae eae eae enae de bbaguawe bach oon 32,373,207.24 
NS SERCO ELEE EP O L LET OE PTET 4,543,406.51 
EE Re Pee ee Pe pe 255,168,568.00 
I ss eal ae bad 2,696,034.43 
Total Payments to Policyholders since Organization......... 32,747,895.35 


JOHN G. WALKER, President 











THE PERFECT PROTECTION POLICY OF | 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh “pyia.s"* Pittsburgh, Pa, 








TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 








a week is the cost of The 
National Underwriter by 
annual subscription. 


C 

















UNDERWRITER 


cost is $10.50 a thousand per year for 
members between the ages of 12 and 
55, association officials said. The board 
fixed the rates to range from $10.34 for 
age 20, to $39.36 for age 50. 





Sells Big Business Policy 


T. S. Franklin, general agent of the 
Jefferson Standard Life at Charlotte, 
N. C., has placed $100,000 business in- 
surance on lives of each of five brothers 
owning a chain of department stores 
and operating 35 stores in that section, 
a total of $500,000, 


Tells of Selection of Risks 


Dr. G. C. Hall, medical director for 
the Life Insurance Company of Virginia 
delivered an interesting lecture on the 
selection of risks last week before stu- 
dents taking the extension course in 
life insurance being conducted in Rich- 
mond by the College of William and 
Mary. He showed how a great deal 
of this work is now being done by men 
in the home office who are able to 
classify risks as they come in. He was 
followed by E. D. Wilson, 
dent of agents for the 
agency of the Mutual Life of 
York, whose topic was 
jections.” 


supe rinten 
Richmor id 
New 


“answering ob- 


Report on Great Southern 


President E. P. Greenwood of the 
Great Southern Life, in his annual re- 


port, shows new paid for business last 
year, $23,285,351; insurance in_ force, 
$115,513,301; gain, $8,176,192. It now 
has invested in first mortgage loans 


$8,942,414, the average rate being 7.23 
percent as compared with 6.6 percent in 
previous years. The mortality ratio was 
51.99 percent. The company is now ‘op- 
erating in Texas, Oklahoma, Louisiana, 
New Mexico, Kansas, Missouri, Arkan- 
sas and Mississippi. 


New Virginia Premium Tax 


The bill passed at the recent session 
of the Virginia general assembly levy- 
ing an additional tax of one-eighth of 
1 percent on gross premiums of life and 
other insurance companies except fra- 
ternals, is designed to help the state 
wipe out a deficit of nearly, $2,000,000 
The tax will be levied only in 1923 and 
1924, according to the provisions of the 
act, and there ~* some question as to 
whether it can be levied this year, due 
to the fact that the bill was passed after 
Feb. 1, the date for assessments for the 
current year. The bill originally pro- 
vided for an additional tax of one- 
fourth of 1 percent, but the percentage 
was cut in two when it was ascertained 
that revenue from other sources would 
be sufficient to require a less amount to 
be given up by insurance companies. 


New Company at San Antonio 


San Antonio, the largest and oldest 
city in Texas, is shortly to have its first 
home life company. The Alamo Life 
of San Antonio was recently organized, 
with capital stock $100,000. Application 
has been made for a charter and it is 
believed the insurance department will 
act on the application in a few days. 

The trustees of the new company are 
W. W. Collier, Ernest L. Brow and 
Kenneth Wimer. The trustees are re- 
ceiving the money for the stock sub- 
scribed and depositing it in a local bank 
pending complete arrangement for char- 
tering the company. It was said already 
plans have been perfected for the writ- 
ing of business and that more than $200,- 
000 will be written in two days after 
the charter is granted. 





First Texas Prudential Elects 


At the annual meeting of the First 
Texas Prudential of Galveston last week 
the officers headed by President I. H. 
Kempner were re-elected. The company 
is now making a drive for ordinary busi- 
ness. It finished 1923 with over $13,- 
000,000 of business in force. It has been 
in business since 1910 and operates in 
Texas only. The annual report shows 
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an increase in assets of $65,000 and an 
increase in surplus of $7,000. The com- 
pany has paid 6 percent dividends to 
stockholders for the last three years. At 
this meeting S. E. Kempner was elected 
a director and R. W. Rogers was named 
assistant to the vice-president 


Great Southern Examined 


The examination of the Great South- 
ern Life has been completed The 
Texas commissioner and the represen- 
tatives from other states reported the 
business of the company in excellent 
shape, the investments safe and sound 
and a marked improvement i 
rhe report said the company had passed 
through three successive crises, among 
which was the war, the influenza epi- 
demic and the financial depression fol- 
lowing the signing of the ! 


In its assets 


armistice, but 
that it has pulled through and is now 
in the best of shape 

The company wrote more than $23,- 
000,000 of business in 1923. That was 
an increase of around $8,000,000 over 
1922. The business so far this year is 
running around $2,000,000 per month 


Hold Leap Year Contest 


Leap vear day, Feb. 29, was made the 
occasion of a contest tor applications 
among the Oklahoma City force of the 
Equitable Life of New York, which re- 
sulted in licitors writing 60 
on that one day alone 


1% <o “apps” 





Mid-Continent Shows Gain 


January business for the Mid-Contin- 
ent Life of Oklahoma City showed an 
increase of 7 percent over the same 
month last vear, according to Edwin 
Starkey. vice-president and sales man- 
ager \ gain of 6 percent was realized 
in February over the same month th« 
previous year. The January, 1923, 
business totaled $700,000, as against 
$755,500 this vear; and February of last 
vear was $722,000 as against $769,060 
In 1924. 


Pilot Life Appointments 


Pilot Life has announced the appoint- 
ments of J. U. Perkins as general agent 
for northeast Texas at Dallas, and B. 
M. Williamson as general agent for cen- 
tral Tennessee at Nashville. 





Lincoln’s Texas Agents Meet 
SAN ANTONIO, TEX., Mar. 18.— 
The state agents of the L incoln National 
Life met here for a two days’ confer- 
ence this week. The agents attended 
the annual sales congress while here. 


W. T. Shepard, vice-president and 
agency manager for the company, and 
John M. Scott, state insurance commis- 


were the principal speakers. O. 
Lin- 


sioner, 
D. Douglas is state agent for the 
coln 


Hughey Heads United Mutual 


DALLAS, TEX., Mar. 18.—At the 
annual meeting of the United Mutual 


Life of Dallas last week, L. H. Hughey. 
who has been vice-president, was elected 
president, the other offices named be- 
ing: Urbin McKeever, vice-president; 
J. E. Guest, secretary-treasurer; and Dr. 
Robert E. Beddoe. medical director. 
The United Mutual Life is now pro- 
gressing under the reorganization et- 
fected last year. The company was 
incorporated and started business June 
1, 1922, but was reorganized in March. 
1923, to wipe out a slight deficit that 
had accumulated. 
Southern Notes 

J Shirley Seay, superintendent of 
agents for.the Mutual Life of New York 
at Columbia, S. C., was bereaved last 
weel by the death of his father, Thomas 
N. Seay. well known and highly re- 
spected business man of that city. 

T. Louis Hansen, president of the 
Guardian Life, spent a dav or two in 
Richmond. Va., the other day, the pur- 
pose of his visit being to look into the 
feasibility of moving the state agency 
of his company from Newport News to 
Richmond, The headquarters of the 
agency was formerly in Richmond, hav- 
ing been transferred to Newport News 
a year or two ago, 
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PLAN FOR TRANSFER DROPPED 


Continental Life to Keep Old Dividend 
Policies in Force, Result of Com- 


missioners’ Objections 
As result of objections made by the 
departments ot 
Oregon, Idaho and Montana, 
tinental Life of St. Louis has 
doned the plan of changing over some 50 
ferred dividend policies now outstand- 
ng in those states, which were inherited 
by the Continental when it took over 
the Pioneer Life 1921, to other policy 
forms containing new additional benefits 


to the policyholders, 


insurance 


aDdan- 
















Submitted to Departments 


The plan was submitted to the 1 
nce departments of various states where 
€ company considered making a trans- 
fer. It was approved by several depart- 
1ents, including that of Missouri, but 
Commissioner Fishback of Washington 
raised objection and called a cont 
at Portland, attended by the commis- 
sioners of the four states affected, 
joined in his protest. Learning that the 
departments of the four states 
ibjected to the substitution, officials of 
he Continental 
willingness to abide by decision, 
and will make no further efforts 
ever to make the exchange there. 
Ltah Protest Overruled 


nsur- 






rence 


‘ 
t 
this 


} ; 
what- 


Another complication in connection 
with the absorption of the Pioneer Life, 
arising in Utah, been resolved in 
favor of the Continental. The 
general of that state has ruled that the 
amalgamation was legal and that the 
Continental is entitled to 
Utah. A protest against the license had 
been filed by D. C. Perkins, tormerly 
an agent for the Utah National Under- 
writers Corporation of Salt Lake City, 
which held a block of stock in the ok 
company. He has been trying t i 

judgment against that stock 


has 


attorney- 


license 4n 


f 
a 
J 


Leaders in California 

The New York Life led all 
nies for business in California last vear 
with a volume of nearly $56,000,000 of 
new business paid for The Metropoli 
tan Life was second with 
Pacific Mutual Life third with $36,954.- 
Lite New York 


compa- 





000. The Equitable ot 
had $34,500,000: Mutual Life, $20,826,- 
000: Prudential, $20,800,000; Travelers, 


$20,103,000; Aetna, $17,965,000; Western 
State Life, $17,75,000. The Pacific Mu 
tual Life, being the third among all 
companies, was the natural leader ot the 
Calitornia home companies for the vear, 


with the Western States Life second 


The California State Life was third 
with over $12,000,000; Occidental Lite 
next with $8,700,000: West Coast Life, 


$8,100,000, and the Great Republic, 


$5,500,000, 


Giblin with Capitol Life 


|. J. Giblin, widely known Denver in 
surance man, formerly connected with 
the | quitabl Life of New York as as- 


sistant agency manager for the Rocky 
Mountain appointed 

mani for the Capitol Lite 
with headquarters in the home office in 
Denver 


Che company 


states, has been 





agency 


under Mr. Giblin’s mat 
agement plans to expand its agency or 
ganization, and will number of 
laces for men of experience in Colorado 
and adjoining states. 

Che Capitol Life is one of the 
Colorado companies, has steadily 


have a 


proneet 


grown 


with the advancement and progress ot 
the western states. Its faith in the 
future of Colorado business is exempli 


fied in the erection of its new home ot 
fice building at East Sixteenth 
and Sherman street, which will be ready 


for occupancy by June 


avenue 


PACIFIC COAST AND MOUNTAIN FIELD — 


| 
who | 
| 

named 


Life have expressed a | 


$44,646,000, | 


| DISCUSS CALIFORNIA TAX LAW 

| 
Address to Pacific Mutual Men Points| 
to Need of Life Insurance 
Protection 


An interesting and instructive 
the Calitor: 


was deliver 


upon the subject ot 





heritance tax law 


lormerly state inheritance 


a inl speaking Dbelore the 
Monday Morning Club of the home ot 
ce agency oF the Pa c Mutual Life 
in Los Angeles recently Mr. Carrigan 
said, in part “It is absolutely 


tt 


tive 10T every nan Of mucli 


wealth to protect his family by 





| nt wmeurar 
Out Insurance to 








cover the most 
inheritance tax at the time of death 
As you know, most of the people ot 
wealth haven't much ready casl het 
wealth is represented by investments, | 
in properties and in stocks and bonds 
} and many times the stocks and bonds 
are not liquid and it is going to create 
|} and cause serious loss for those stocks 
|and bonds or other assets to have to} 
be thrown on the market at that time. 
rake some of these estate taxes and 
they will run up im excess « $400,000, | 
| Some inheritance laXes have run as] 
high as $600,000 and $700,000 in this} 
| state, and when you add to that the fed-| 


eral estate tax there is almost 


$750,000 
that the estate is | 


compelled to meet 





land meet within a comparatively short| 
| time, and the only sate way that that! 
emergency can be met is by taking out | 
hie imsurance 
Re great ma people have imagined | 
that they can evade the payment ot} 


inheritance tax by giving the property 


}; away. We ca legal phrase 


ology——‘transiers,’ and they make trans 
fers of their property prior to death 1} 
understand that there is a recent de-| 
cision by our supreme court that has 


practically knocked the pre 
that sort ot thing. Now, there is no 
law in this state at the I t 

against making gilts, and of course there 
never will be, becau it l l 
constitutional, but you know 





know that the average man or woman 
t t 


does not heir shoes and throw 


them away until they are 








then My experience « ove nine 
| years as inheri ce tax istrator 
|} has been that in looking at all those 
| gifts, invariably they kept a_ hidden 


| string on that money where the trans 





| - 
| feree did not enjoy the privileg« of the 
| transfer. It was merely on paper 


Foundation Stones 


One of a series of articles telling why The Columbus Mutual 
Life Insurance Company stands for certain important things. 


Why Vested Renewals? 


question | i necting ot old seasoned life insurance 


agents and you will start regular old-time Methodist Experience 
Meeting Every man w want to be on his teet Practically every 
an now carrying a Columbus Mutual rate book, who previously 
represented some other company, has lost his renewals in that other 
company. Some have represented five or six companies and succe 
Ive lost their renewals cacti 
Why vested renewals Rather why should any one have the 
ght to deprive you of renewals once earned Forfcitable renewals 
have only two purposes: to bind the agent to the task and destroy 
his freedom of action when the goad is applied or some injustice done, 
d to enable some one higher up to declare the renewals forfcited 
1 fatten himself at the agent's expense 
Why vested renewals Why the protected ownership of prop 
tv of any kind rhe arguments are the sam lo work under a 
forfeitable renewal contract is like going back to the good old days 
when the king would hatch up a charge of treason, order his faithful 
subject beheaded and his lands forfeited to the crown. Many an 
agent has lost his head merely because he was too faithful, too indus- 


‘tr 


ous, too successtul. In the 


greedy eyes of some one higher up his 


renewals loomed larger and larger until they outweighed the value 
of his personal services and then at some one’s bidding his contract 
was cancelled, his connection with the agency severed and he fell 
crippled to the earth to commence the long grind to financial inde- 
pendence all over again. Fortunate the man to whom the experience 
comes while he its yet young and can recover himself What more 
pitiful than the stooped, old veteran grown gray in the service de 
prived of the staff on which he was depending tor support as he traveled 


the 


ist 


wn the Western Sloy 


We are looking for men of principle, who think things through for 


emselues, to represent us as agents 

THE COLUMBUS MUTUAL LIFE INSURANCE CO. 
Columbus, Ohio 

President DE 


W. Brandon, Ball, Sec’y and Actuary. 





will have to make an actual o and 





| out transfer You cannot, like an In-] | 
| dian, give it and still have it It is aj} 
violation oi the law It makes void the 

| transier and ik tha ert s, oO j 
| course, subject to tax. rhese people} | 
should take out lite insurances protect | 
| their families, because the re really] | 
|}only now laying the foundation and] | 
preparing the way tor a lawst against] | 
| their families, and after their relatives] | 
| get through fighting the case in the 

courts and paving law vers’ fees 1 would | 


have been much cheaper in tl 
if they had l 
the property stay where it 
fully—in the name « the original 
owner.” 





Western States Gains |} 
According to an ant 
by H. J 
Western States 


$6,500,000 ot 


ouncement made 
Saunders, president of the 
Lite ot San 
new business was pro- 
duced in the first two months of 1924 
as compared with $3,965,000 for the 
same px riod of 1923 For February the 
production showed an in 
crease of $1,454,000 over the 


period last year. 





Francisco, 


company’s 


Samic 





Seek Endowment for Boy Scouts 

W. \ Lake Citv has 
been appointed chairman of a committec 
(to complete details of the endowment 


Scott of Salt 








Safety, Service and Stability 


ATTRACT PROSPECTS AND INCREASE AGENTS’ CLIENTELE 


Founded: 1867 


For 


SAFETY—Guaranteed by carefu tior risk 1 in t 
SERVICE—Provided by an efficient and progressive organizatior 
STABILITY —Assured by « rvat isin polic 


Home Office: 
Des Moines 





Insurance In Force Over $350,000,000 


information concerning contracts: Address Agency Department 














Pictures Tell the Story 


Cartoons will give your house organ that all necessary sparkle. Use 
them to put over your message or your ial sales test. Send for 


proof sheets. 
BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 
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The COLUMBIA LIFE INSURANCE 
COMPANY 


of CINCINNATI, OHIO 


ESTABLISHED 1902 


Attractive General Agency Openings 
in Ohio, Indiana and Kentucky 


SUMNER M. CROSS, President 





















Gowgany 


OF OES MOINES, IOWA... 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of lowa. 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT ce MONTHLY INCOME INSURANCE. 


sdetal LATEST POLICIES AND AGENCY CONTRACT Bi'SZ iE 
Openings Ohio, Ind., Ky., Mich., W. Va., Tex. and Okla. Write Columbus 











Why Waste Opportunity? 


Accident and Health Insurance is purchased more today and 
sells more easily than ever before in the history of insurance. 


The“Gem City Life Insurance Company 


Is building its Accident and Health Department under men 
with many years of experience in the business. 


Here is One Combination Accident and Health Policy that 
sells for $30 a year: 


$5,000 Principal Sum; $25 weekly accident, no 
limit for total disability; $25 weekly illness. 


The same policy without health, $16.25 a year. 


Question: How many of these policies can you sell a day 
by real, honest-to-goodness work? Plan of Compensation like 
life insurance, heavy commission first quarter, so as to guarantee 
a good income as you go along, with a steadily increasing renewal 
account based on the usual Accident and Health commissions. 


You can make good money from the start and build a life 
income for yourself. 

GENERAL AGENCY 
ENTERING NEW STATES. 


TERRITORY NOW OPEN— 
The Gem City Life Insurance Company 


ACCIDENT AND HEALTH DEPARTMENT 
Capital, $200,000 Dayton, Ohio 























UNDERWRITER 


scheme to be used there in connection 
with the Boy Scout movement, The 
scheme, which would maintain the coun- 
cil in interest without touching any of 
the principal fund, is intended to replace 
the present semi-annual subscription of 


March 20, 1924 


business men of the city. Commissioner 
Walker of the insurance department was 
one of the speakers at the meeting. 
About $500,000 insurance will be written 
under the plan, the beneficiary being the 
Scout Council. 








| IN THE ACCIDENT AND HEALTH FIELD 








WALKER IS MADE PRESIDENT 


Secretary-Treasurer of Missouri Life & 
Accident Advanced, Following 
Death of W. A. Johnston 


J. A. Walker, for 17 years secretary 
and treasurer of the Missouri Life & 
Accident of St. Louis, has been pro- 


moted to the presidency to fill the va- 
cancy caused by the death of W. A. 
Johnston, Jan. 28. 

Mr. Walker organized the Missouri 
Life & Accident with Mr. Johnston in 
1907, writing the first policy issued by 
the company. Prior to going to St. 
Louis he was a traveling auditor for the 
Kentucky Central, and is regarded as 
one of the leading life, health and acci- 
dent insurance men of the middle west. 

H. G. Alewel, for the past five years 
cashier for the company and prior to 
that its chief bookkeeper, advances to 
the position of secretary and treasurer. 

Another strictly “civil service” ad- 
vancement is the naming of W. R. 
Martin as vice-president and superin- 
tendent of agencies. He started with 
the company as an agent in 1909, win- 
ning his spurs at the very bottom. In 
recent years he has been district mana- 
ger for the company. 

James C. Jones, “Jimmy Jones” as 
he is better known to his many friends 
both in and out of insurance, was also 
named vice-president of the company at 
the recent election. He is also vice- 
president and counsel of the American 
National of St. Louis. Lon O. Hocker 
was named general counsel for the com- 
pany. 

Although President Walker’s plans 
have not matured to the point where he 
is ready to make formal announcement, 
it is certain that the Missouri Life & Ac- 
cident will shortly expand its operations 
and enter new territory. Heretofore it 
has confined itself to writing life, health 
and accident insurance in Missouri. It 
now has $200,000 capital and $118,000 
surplus and President Walker feels is 
in fine shape to branch out. Its policies 


are combination protection, furnishing 
both health and accident with life in- 
surance. 


Automobile Deaths Increase 


The Metropolitan Life reports a tre- 
mendous increase in automobile fatali- 
ties, its report on 1923 deaths from this 
cause showing that 2,242 lives were lost 
in automobile accidents last year among 
the 15,000,000 industrial policyholders 
of the company. This makes a death 
rate of 15.4 per 100,000, an increase of 
over 13 percent. The company states 
that if the same rate of increase pre- 
vailed in the United States death reg- 
istration area, the mortality for 1923 
would be 14.2, compared with 12.5 in 
1922. <A further conclusion is drawn to 
the effect that this would make a total 
of automobile deaths in 1923 of about 
16,000. The company reports that 1924 
has started with an increasing death 
rate from this cause and prospects are 
that 1924 wil prove the worst year on 
record. 


Scott Leaves Interstate 


W. H. Scott, who has been field mana- 
ger for the Interstate Business Men's 
Accident of Des Moines, has resigned 
of Mar. 15. Mr. Scott is leaving his posi- 
tion because he does not wish to travel 
all the time and prefers a connection 
where he could handle the production 
end without continuous travel. Mr. Scott 
has a thorough knowledge of both acci- 
dent and life insurance. 


as 





TO COME UP AT APRIL TERM 


Wisconsin Injunction Case Against the 
State Insurance Commissioner to 
Be Argued Next Month 


The hearing on _ the _ injunction 
granted by the Wisconsin supreme 
court to the companies writing health 
and accident insurance, compelling the 
Wisconsin commissioner to license 
agents and companies, will come up at 
the April term. Whether it will be 
postponed or not remains to be seen. 
The Wisconsin commissioner has not 
issued new licenses to the companies 
writing health and accident insurance. 
In case of companies writing multiple 
lines he has licensed them for every- 
thing except accident and health. How- 
ever, he sent out the agency cards in 
which under his fac-simile printed sig- 
nature it is stated that the company is 
licensed in the state. The companies 
therefore are proceeding just as usual. 
Why he does not grant licenses to the 
companies themselves is not known. 
The issue arose over the Wisconsin 
department attempting to dictate to the 
companies as to the provisions in their 
policies. 


Company Held Liable 


Under an accident insurance policy 
issued the insurance company is liable 
for the loss of the assured’s foot under 
the schedule of injuries clause and can 
not confine the assured to the indemnity 
provided for in the weekly indemnity 
clause although the assured did not elect 
under which clause he would take as 
provided in the policy. North American 
Accident vs. Cochran, Supreme Court of 
Colorado. 


Gets Out New Policy 


The United States National Life & 
Casualty has placed on the market a new 
low priced accident only policy giving 
$25 a week disability indemnity and 
$5,000 death benefit for a $20 annual pre- 
mium. This policy is without restric- 
tions or frills with the exception of 
double benefits for travel accidents. The 
unusual feature about this policy is that 
if so desired it can be sold with a wait- 
ing period of one week for accidental 
injuries for a $16 premium, or a reduc- 
tion of $4 in the premium for the elim- 
ination of the first week's disability 
benefits. This policy is sold to select 
and preferred risks only, ages 16 to 65. 


Licensed in Two States 


The Inter-State Business Men's 
dent of Des Moines has been licensed in 
Maryland. Recently it was admitted to 
North Carolina. 


A agi 
Accl- 


National L. & A. Appointments 


Superintendent L. E. Frizzell of the 
Oklahoma City district of the National 
Life & Accident has been appointed man- 
ager at Evansville, Ind. S. B. Scott has 
been made superintendent at San Diego. 
Cal ¢. H. Hinojosa has been appointed 
superintendent at Galveston A. Q. Sur- 
ratt of Arkansas has been appointed 
superintendent in that district. 


Takes Big Accident Policy 


SAN FRANCISCO, CAL, Mar. 18.—A. P 
Giannini, president of the Bank of Italy, 
applied for personal accident insurance 
with several companies last week, with 
the principal sum aggregating approxi- 
mately $250,000 The insurance was 
placed through the Stockholders’ Auxili- 
ary Corporation of the Bank of Italy 
with the New York Indemnity, Travelers, 
Commercial Casualty, Fidelity & 
ualty and U. S. Fidelity & Guaranty. 
The insurance has been taken out to cover 


Cas- 
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for a period of one year but particularly | mer & Co. in Chicago, will hereafter make 
for the purpose of protection while Mr. | his headquarters at the Chicago branch | 


. 
Giannini is in Europe on a four months’ | office of the Missouri State Life, where E k I f | ( 
tour. } as assistant manager, he will specialize ure a 1 e hnsurance Oo. 
|} in the production of accident business. Of BALTIMORE MD 
| , > 


R. W. Hosmer & Co. will continue to 





Ryan With Branch Office | re present the Missouri State Life as gen- Incorporated Under the Lawes of Maryland, 1882 
} eral agents, and will avail themselves 
Michael B. Ryan, formerly manager of |} of Mr. Ryan's services in an advisory ca- x WE ISSUE . ae 
the accident department of R, W. Hos- | pacity as required. Standard Ordinary and Industrial Policies 
ae — 7 isis _— — J. C. MAGINNIS, President J. N. WARFIELD, Jr., Secretary-Treasurer 
J. BARRY MAHOOL, Vice-President Dr. J. H. IGLEHART, Medical Director 
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New Policies, Pentel Rates, Dividends, Surrender ten. and all Siti’ in 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manuai- 


Digest” and ‘Little Gem,” Published Annually in May and April respectivel 
PRICE, $3.50 and $2.00 respectively. asia acai Penn Mutual Progress 


+ “ ——— in 1923 

















MARYLAND LIFE’S DIVIDENDS | 1922... 1.80 2.00 2.26 2.58 2.99 
1923... 1.72 1.90 2.13 2.42 2.79 
. Twenty Payment Life 

pape ac Sho = ae Sched- Prem.. 29.91 32.83 36.45 41.01 46.91 54.80 The largest paid-for new business in our history. 

ule, Varying from 20 to 40 Percent soan°** ety ety te Bey tet Improvement of conservation system, with correspondingly 

~—paale 1906... 6.07 6.74 7.51 8.41 9.40 10.51 satisfying results. 
The Maryland =, fe Spoceescd has °° ois Gan cha cee eee 28 Initiation of instructive and inspiring Regional Conventions. 
- . ee ». ” . « ~@ 1.00 » . oo 

announced a new dividend schedule ef 1909... 5.13 5.70 6.37 7.17 8.08 9.11 New and salable forms of Income contracts. 
fective April 1, which shows a notable | j919°'" 484 538 @0> 679 766 86S N , " " 
increase on all policy forms and at all] 1911./: 4.56 5.07 5.68 642 727 826 ew equipment of up-to-date advertising literature. 


ages, varying from 20 to 40 percent. The New Policies Adopted—Reserve Basis Three first-class agency magazines each month. 
































a ey is over 25 percent, Changed to Am. Ex. 34% Close and effective Home Office co-operation. 
wringing the net cost at various ages in | 14,5 62 6.14 6.74 44 8.26 9.18 A still better Com ! . 

. - : : > SF 5.62 D. .¢ ‘. oe 2. an rca resentatiwes. 
the line with recent mortality investiga- | }913''' 5.30 5:79 635 7.01 780 869 Company for capable representatives 
tions which have shown an improvement | 1914. 5.45 5.97 6.60 7.35 8.21 

4 ' « 5 5 o £ € . « i Med 
especially for the younger ages. The +tr4 x 5.13 6 $1 6.19 ¢.91 7.74 The Penn Mutual 
new schedule for the principal policy | }4)7°°° 450 492 542 606 682 
forms, at five year intervals, is as fol-| 1918.. 4.20 4.59 5.06 5.66 6.38 Life Insurance Company 

$ 1919... 3.92 4.27 4.70 5.26 5.95 
lows, per $1,000: 918... acs Ser tre Ge Se Philadelphia, Pa. 
Ordinary Life 3908... 3.45 3.75 4.12 4.61 5.11 Organized 1847 
“ ™ Prem.. 2.10 35.64 40.09 45.85 53.56 
Age... 25 30 35 40 45 50 1922... 2.50 2 69 2.92 3.24 3.46 
£ $ A £ $ 3 1923... 2.29 2.45 2.66 2.94 3.07 
Prem, . 21.14 23.95 27.61 32.45 38.98 47.92 Gwenty Year Madeowment 
1904... 3.88 4.55 5.35 6.31 7.41 8.70) 2 om. 49.51 50.29 51.46 53.31 56.36 61.45 — : —— 
1905... 3.72 4.37 5.14 6.08 7.16 8.43 | 1904.0 14.40 14.46 14.52 14.68 14.90 15.32 
1906... 3.57 4.19 4.94 5.85 6.91 8.17 | 1905... 13.64 Yo 13.76 13.91 14 13 14.53 ° 
1907 3.42 4.02 4.73 5.62 6.65 7.90 oF +228 #y. ; ett 
ok as ares pes ; © ae 907... 12.23 2.38 ‘ 3. 
2006... 395 S55 605 50) CO OS | Seen... . thee 11. 05 12.46 e a aye e e nsurance ompahy 
1909... 3.14 3.69 4.34 5.18 6.15 7.35 ]1909:/: 10.94 il. “43 11:86 
‘ 5 ; 7.08 | 1910... 10.33 10.37 10 0.84 11.28 
1910... 3.02 3.53 4.15 4.96 5.00 30 | 1911... 9.75 9:79 9.88 10.04 10.28 10.73 LA FAYETTE, INDIANA 
- 1911... 2.89 3.38 3.96 4.75 5.66 6 in citi ae 
New olictes op —Reserve sis 
New Policies Adopted—Reserve Basis Changed to Am. Ex. 3%% ANNUAL STATEMENT 
Changed to Am. Ex. 34% i 55.28 60.39 
e Prem.. 48.19 49.03 50. 26 52.16 55.28 6 
1912... 3.65 4.13 4.74 5.54 6.50 7.66] 4919... 9.23 . q. 9.68 9.98 10.41 | ASSETS 
1913... 3.50 3.95 4.54 5.27 6.20 7.33] 1913... 8.57 oY . On December 31, 1923 


1914... 3.35 3.78 4.33 5.03 5.91 6.99 
1915... 3.22 3.61 4.12 4.78 5.61 6.65 | j91¢° °° 


p Real Estate and First oe PGi icnarecewed $2,385,256.04 
1916... 3.08 3.44 3.92 4.53 5.33 6.32 | 1917.:: 
5 


Loans on Company Policies...............eseeee- 514,323.35 


(Sec ured by Policies) 


1 
eae aE RE At at 








1219 AT OTE M-3-700 
© te a 
+ 





« 1918... 
1917... 2.95 3.28 3.73 4.30 5.04 5.99 | 19t® 9 § < 
1918... 282 313 3.54 4.06 4.76 5.66] 1919-.- 5.12 & PE Gita cates chuabueduaeweuceans coose “SL, IRR 
2989. * 87 299 3.35 3.84 4.49 5.32 | 1921 aed 22 4. _ (Secured by Reserve) 
1920 2.61 2.86 3.21 3.66 4.27 5. ee 1932. 4 +4 47. Cash in Office and Banks. Coeccecseceseece eeseccees 36,296.77 
re Ue 3": 9 27 3.07 3.48 4.6 $22 3. . - ] > yf 
1921... 2.52 2.75 2.07 Rw re oe | i923. 50 2. PT ME cccncdicrendeanskesenewesive osaseses 73,600.00 


Coe EOD BN oo ckcccccecees pace ede eed - 24,570.90 


OS SE . 40,102.16 
Penn Mutual Life’s 1924 Dividends | Interest Accrued ...... eels 


Net Premium in Collection, etc................ ee 
HE Penn Mutual Life 1924 divi- | ous forms and at various ages, in addi- (Secured by Reserve) 
> P 1, is as | 
. schedule, which shows’ in-| tion to the changes announcec - ’ 
dend c 5 to 10 percent on vari- | follows on the principal policy forms: Total Admitted Assets eocece eoecccccescssescece $3,137,346.48 


creases of from 5 





ORDINARY LIFE 









































oe, ——Dividend Year, LIABILITIES 
Age Prem. 1 2 3 4 . : : On December 31, 1923 
$3.83 $3.92 $4.03 $4.13 $4.23 $4. — — ’ = 
384 395 4.05 5.15 4.27 5 a Rie FR ir ee $2,671,912.90 
‘ 2 Gt < 2 33 5. 
ee yee ae i388. Contingent Mortality and Other Reserves......... 45,397.15 
3.98 4.09 422 4.32 4.45 5 Premiums and Interest Paid in Advance.......... : 14,813.09 
) 12 25 38 ‘52 ~«COS:«. res yanc 
fos 418 4.31 444 4.58 5. Deaths Reported, Claims not yet Filed............ 9,004.00 
‘ Hr 2-33 = : 4 : . + axes, Commissions, etc., Accrued................ 26,249.10 
4.18 4.32 447 461 4.78 5. ; Unapportioned Surplus, Coupon Accumulations and 
or 55 7 4.87 5.$ ‘ . 8 = : _ 
39 ee Cae ret 493 6 5. 7 Dividends held for Policyholders.............. 369,970.24 
4.36 4.51 4.67 4.85 5.02 6.3 6 7 sail 
4.40 4.57 4.75 4.93 5.12 6.3 7. 7.18 aa , 
448 4.66 4.84 5.01 5.22 6.5 7.15 7.33 PEE. Sntvauniesccneksaneseutscaceeesuceaes $3 137,346.48 
4.55 oad 4.9: 5.1: 5.32 6.69 6.87 7.06 7.24 7.45 
4.62 4.8 5 5.2 5.4: 6 97 7.16 7 37 7.59 - a 
471 4. 5.12 5 7.09 7.31 7.51 7.75 A Twenty Million, Mutual, | Legal Reserve Company 
4.80 5 f f 5 dca 7.43 1.66 4.8% 
4.89 f 5 7.34 7.58 7.81 8.08 
4.97 ! 5 748 7.73 7.98 (8.27 General Agencies Open in OHIO, ILLINOIS and IOWA 
5.08 5.5 if 7.64 7.90 8.18 8.48 - ~ 
520 5 6 7.82 8.10 8.38 8.68 Contracts Direct With the Home Office 
28 5.29 , 6 7.99 8.27 8.58 8.87 
40.cc0clll Hosa Bs Br8 e226 Si1 S71 S03 gas ||| W. W. LANE, Secretary A. E. WERKHOFF, President | 
292 O2 5.6 5.86 6.33 6 8.62 8.96 9.29 9.60 ———— — - —$_—__—________ —___— 
1 eee ST ec are? 4s 8 R83 9:19 9.53 9:87 
SSecevccese 34.40 5.76 6.00 6.53 6 9.07 9.42 9.78 10.12 
CGantcrrve 35.70 5.84 6.09 6.67 6.$ 9.31 9.68 10.04 10.37 
ee 37.08 5.92 6.21 5 6.81 7 9.58 9.92 10.30 10.64 
iam de ahs 38.55 6.03 6.33 fi 6.96 Toa 9.81 10.20 10.55 10.91 SPECI c 
+7 Se alee 40 12 6.16 6.49 6.83 7.18 7.5 10.11 10.48 10.85 11.20 aLISTS GATHER THE INFOR.- 
hela 41.78 627 662 7.00 7.34 7 10.36 10.75 11.08 11.43 
$8. +200. aie Se SS tee Te tt 10.64 11.00 1136 1170 MATION THAT APPEARS IN THE 
; RNR 45.45 6.63 698 7.38 7.75 8. 10.92 11.27 11.63 11.94 
seem uae 80 fis E88 Toe iis iLss Ls? 1218 NATIONAL UNDERWRITER. 
apes 49.60 7.01 7.42 7.83 825 8.6 11.46 11.79 12.14 12.70 
Miviuacesc 51.89 7.20 7.64 07 #849 8&3 11.71 12.05 12.63 13.20 
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2 THE NATIONAL UNDERWRITER March 20, 1924 
Regular 
Annual -Dividend Years— 
: Prem. 1 2 3 4 5 11 2 1! 
54.33 7.46 7.89 8.34 9.22 11.64 11.99 12.59 
5 7.69 8.1 8.60 9.51 11.90 12.52 13.13 
7.93 8.41 8.87 9.78 12.43 13.06 13.69 
8.22 8.69 9.15 10.07 13.03 13.68 14.32 
R.50 9.00 9.48 19.40 13.64 1 32 14.98 
8.79 9.29 77 10.68 14.30 1 15.64 
4.08 9.58 10.06 10.95 14.95 1 16.32 
9.40 9.90 10.3 11.26 15.68 1 17.06 
] I y x AS ‘ 9.72 10.20 10.67 11.89 16.43 1 17.81 
: 85.29 10.03 10.53 10.98 79 12.59 17.23 1 18.61 
eee: ‘ 10.34 10.84 11.66 2.5 13.33 18.04 18 19.45 
ji 95. 10.67 11.55 12.40 13.28 14.13 18.92 1 20.34 
AGENCIES OPEN m ravens 
Regular 
Annual ——_———_ — — ————--—-Dividend YVear— —_ 
Age 1 ‘ 3 4 5 11 12 13 
Ss acenn wn $4.21 $ $4.91 $5.16 $6.88 $7.20 $7.: 
|, ‘1.24 4.96 §.22 6.97 7.30 7.6 
17 4.28 5.02 5.28 7. ae 6S 
~ _ RRS 4.31 5.07 5.3 7 7.48° 7. 4 
RESOURCES 19 1.34 5.12 5.38 7.2 7.60 7. . 
ao en 4.39 5.15 48 = 7.5 7.72 8 
adie heats 4.45 5.23 5.53 7. 7.81 8 
, 22 4.45 5.3 5.59 7. 7.94 8. 
Over One Million Dollars rere 44 S31 5.59 fbr ise 
24 4.58 5.44 5.75 7 8.17 &.! 
25. .... 4.65 5.52 5.83 7.93 8.33 8 
26.. at 4.70 5.59 5.90 8.07 8.46 8 
| peamisne 4.76 5.66 99 8.19 8.59 9 
OUTSTANDING ee a reste th Me 
Se 4.88 5.84 6.18 8.49 8.91 
30. 4.95 5.93 6.28 8.64 9.02 
INSUR ANCE ee 5.02 6.02 6.39 8.72 9.13 ‘ 
4ad 32 5.10 6.13 6.51 $84 9.22. 9g. 
are 6.2 6.62 8.93 9.38 9 
: ” 34. 6.26 &.74 9.06 9.48 9 
Over Twelve Million 35 6.30 v1 61 10.06 
Rone 6.61 7. 9.3 9.75 10 1 
D ll 37 an 6.76 7 9.46 9.89 10 l 
“ ee 6.83 7 9.59 10.06 10 1 
O a rs eee 6.91 7.3 9.77 10.25 10 1 
40. 6.98 7.35 9.94 10.45 10. l 
Seg e ste 7.07 7.43 10.11 10.62 11. 1 1 
ae 7.15 7.54 10.29 10.83 11. 1 1: 
43. 7.27 7.67 10.51 11.04 11. 1: 1: 
™ - iacequecs Y 7.40 7.79 10.70 11.24 11. 13 1 
45.. 7.09 7.53 7.95 10.90 11.47 11.5 l ; 
For Particulars Write ‘8: ris tes 830 ante anes igat aes ii 
| Meee 7.34 7.80 8.26 11.33 11.86 12 12, 1 
_ es 7.50 7.99 8.46 11.54 12 12.6 13. 1 
ncakawe 7.68 8.16 8.67 11.77 1: 12 13 li 
i decewe 7.86 8.39 8.87 12.00 12 13. 13 1 
. ee 8.07 8.56 9.06 12.22 12. 13.3 13. 1 
e . | Seppe 8.29 8.78 9.31 12.43 12.4 13 13.$ 1 
Reha 8.50 9.03 9.54 12.64 13 13.6 14.3 1 
e Western Nation 1e gg: ao 30g S64 1G 1E18 1287 1038 1b 
55 8.98 9.50 10.03 13.07 13.7 14.52 15.25 15.95 
56 9.24 9.77 10.30 13.53 14. 14.99 15.71 16.42 
«Sea 9.49 9.99 10.52 13.99 14 15.47 16.18 16.88 
58... 9.78 10.29 10.82 14.53 15 16.01 16.72 17.41 
59. 10.03 10.56 11.05 15.06 15.5 16.53 1 17.92 
60. 10.30 10.82 11.32 15.64 16.; 17.11 1 18.47 
61 10.59 11.10 11.59 16.27 17. 17.72 1 19.08 
, 10.89 11.37 12.19 16.94 17.6 18.38 13 19.69 7 
63... 11.15 12.00 12.81 17.64 18.: 19.05 1 20.35 
Box 2131 64 10.43 11.80 12.66 13.52 18.37 19. 19.78 2 21.09 
ree ‘ 10.73 11.61 2.50 13.39 14.26 19.14 19.5 20.58 1.89 
Regular 20 YEAR ENDOW MENT 
Denver, Colorado Annual -—-—————-_———__Dividend Year- - - -—-~ -—______, 
Age Prem 1 3 3 1 5 1 12 K 15 
ee $47.66 $5.92 $6.46 $7.02 $7.60 $11.51 $12 - 4.61 
16 47.7 5.94 6.49 7.62 11.53 12 1.62 
: 7 : : 1 95 6.50 7.62 11.54 12.: 4.64 
Note: During the 12 years we have been in business we yr eae ates ant aos 
oo ‘ ,« oe =~ »< 
have never contested a death claim nor have we ever lost “5° oe tem oe ae 
7.73 6 2 72 
a dollar on any investment. No past due interest fi 7.76 11.66 12. 4.75 
Dice 6. 7.78 11.70 12 4.77 
December 31st, 1923. 6 7.84 11.74 12 1.81 
6 S27 23.97 33 4.84 
6 7.91 11.82 12 4.88 
ti 7.95 11.85 12 1.89 
6 7.99 11.91 12. 4.90 
8 8.03 11.94 12. 4.90 
6.95 8.10 12.03 12 1.94 
6. 8.14 12.03 12 4.94 
7 8.19 12.03 12 4.95 
7 8.27 12.03 12 4.98 
7 8.34 12.04 12 5.00 
INDIANA OHIC ILLINOIS IOWA MICHIGAN :. ac tare te 
7 8.53 12.17 12 13 
THE 7. 8.54 12.: 12 l 
7 8.57 1: 12.3 2. 
q Y 8.63 1: 13. 
YETTE LIF, ath ti ee 
7.16 7. 8.17 8.73 1 13. 
iP 7 8.23 8.78 1 13 
LA FAYETTE, INDIANA - : ph et ; Le 
7.3 2 8.49 9.06 1 1: 
MUTUAL LEGAL RESERVE i im ff te be se 
7.5 8 8.71 9.29 1: 13 
: 7.70 8 8.82 9.40 13 1: 
AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS $8.96 T83 $40 897 955 13.29 1; 
60.18 7.99 8 9.14 9.72 1: 1 
61.53 8.13 8.71 928 O88 2 1 
KANSAS KENTUCKY MISSOURI NEBRASKA 63.02 8.32 891 948 10.07 1: 1 52 
64.67 8.54 9.10 9.70 3 1 6.78 
66.47 8.75 9.33 49.91 1 7.08 
68.46 8.97 9.54 10.12 1 7.41 
70.64 9.19 9.75 10.34 1: 7.74 
73.03 9.42 10.00 10.54 15 8.11 
H. A. HOPF AND COMPANY ba te ie be ie : : 
o * aa 78.55 9.93 10.50 11.0 16. 
- +E . WO PRATC > i — 81.70 0.2 76 =« 4 7 
MANAGEMENT ENGINEERS 2.00101.) Bae 20.31 30.76 11.28 1 
~ : a) : : , . ° 63.. . S89 1.73 95 » { 
Specializing in Advisory Work for Insurance Companies oie ? t 01 th 90 is 1¢ 39. 
‘ : - 65 17.59 11.69 12.57 13.46 19 
Organization Equipment Standardization “ae ae 
Methods Personnel Modern Office Planning Pay Yr. Yr. Yr. at | 
} Age Life End. End. End, 65 a5 
Main Office: 40 Rector St., New York Western Office: 327 S. La Salle St., Chicago + S MESS Ess CS8S Shb8 S200 * 35 
— to ae 51 4.05 6.14 4.91 4.59 4.02 4.51 
18. 54 4.09 6.23 4.94 4.61 4.06 4.59 
 _—? 58 4.13 6.34 4.97 4.63 4.13 4.67 
» “Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 20. 62 4.17 6.40 4.99 4.65 4.16 4.73 ? 
buyer of “‘Easy Lessons in Life Insurance,"" a text and review book with quiz supplement. §1.6@ The 21. 68 4.22 6.44 5.03 4.69 4.91 4.84 
National Underwriter Company, 1362 Insurance Exchange, Chicago 22. 74 4.25 6.49 05 4.72 4.26 4.92 
ae. S 4.30 6.52 ».09 4.75 4.32 5.02 
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m md 4s E So wae. Angeles No. 3; Robert Sutherland, Los] step in a contest between the men of ' 
‘ay ay r. r. r. a Angeles No. 1; P. H. Moyer, Los Angeles] the two districts who have had a race 
Age Life Life End. End. End. 65 | No. 1. “ for the most business during the past MR. AGENT! 
£38 33 5.53 : $38 D. J. Flynn, assistant superintendent | ten weeks. The Portland men won the | Do you care for QUALITY, not 
9. bp fi J 2--* | of the Ithaca, N. Y., district, is listed | contest and were given a dinner at the S171 > » € “ynerience 
521 7. ne No. 7 among the company’s leaders in| expense of the Lewiston force. There SIZE: Age, Sound E:xperience, 
5.29 7.2 5.64 ordinary net issue for the year He is | was a fine entertainment at the dinner, | Low Cost, a Splendid Record for 
5.43 7.2 5.81] the leading assistant of division H in] the Lewiston men carrying off the honor | 70 ye ars? 
§.55 7.3 5.96 | this department of the business of their defeat generously. The guest 
5.68 7. 6.15 Agent H. J. Rowan, connected with! of honor was Henry E. North of New Then why not take a General 
gts 7's os? Pittsburgh No. 1 district, secured for] York, superintendent of New England ¢ Agency in its HOME STATE for 
5 86 755 rt ry, 6.49 himself the distinction of being the first agencies, 
5.93 7.58 26 ‘06 6.64] TePresentative of division E to qualify - 5 | THE ST LOUIS 
6.00 7.63 6.37 6.12 6.82 | for a 1924 ordinary merit button Charies F Coffin vice-president of | . 
6.11 7.70 6.42 6.21 6.98 The honors for agency leadership in the State Life of Catone — re MUTUAL LIFE 
6.20 7.77 6.5 6.29 7.21] industrial in division E belong to A. L turned home after a vacation of several 
ee 793 eH et 774 Sage, agent in the Washington, Pa., dis- | weeks in Florida. He declares that th Ol 8 AGENTS AND POLICY HOLDERS 
669 807 G89 670 807 trict. rest has put him in tune for a lot of Si CK! WRITE THE HOME OFPICE 
821 7.04 843 Agents David H. Adams of Tulsa, Okla hard work i ow 
’ 8.36 7.21 g.sg | and Andrew G. Fox of Kansas City 
a 8.52 7.42 9.37 | Kans., have been successful in gaining 
8.70 7.62 9.89 | the appointment of assistant superin- 
3-06 7.84 10.55 | tendents in their respective districts 
eae +. and Joe H. Craig of Tulsa, Okla. have 
950 er el 7 . : sagt been promoted vo the position of assist- 
Rees rae daake ant superintendents in their respective 
ae be Saas gas districts, 
- ia oa "ewe Assistant Superintendents Marion P 
10.47 eee +++ «ee | Van Hook of Detroit No. 3, and Hilton 
yt tees seee eeee i M. Schuh of Milwaukee No. 1 were re- 
11.25 sages cet ae cently appointed special assistants in 





their respective districts 
The following agents have been pro- 
moted to assistant superintendents dur- 
WITH INDUSTRIAL MEN | ing the past month John H,. Paquette, 
Detroit No. 3, Mich.; Arthur W. Radke 
Milwaukee No. 1, Wis.; Ralph J. Gilbert 
’ Grand Rapids, Mich Dan W Boyle, 

UNATTACHED AGENTS’ DUTIES Flint. Mich 

a Edward W. Curtin has been advanced 
Some Controversy as to the Value of from the agency ranks in Madison, Wis. 


. to assistant superintendent at Beloit, 
This Salesman Among the In- Wis nile 


dustrial Men Agent Vincent Winkowski of Racine 


— Wis. rounded out 15 years of servic: 4 FEW Go-Getters who know what great 


with the company the early part of Mp xo : 
possibilities there are in General Agency 




















The unattached agent is an established March 
fact with the Metropolitan Life and some] : 


: : : _ As the result of having conducted his . . ° 
of the other industrial companies. He is agency along progressive lines, Hobart building, and who have the gumption to 
not looked upon with favor by some in- F. Garman was promoted to the position b ld A ° f h ° : h f -h | f 
oe yp er Me gu cnt Pee nse of assistant superinte ndent in the Cleve ul gencies of their own, ave a waa © 

g e establis e attache aati tie enone f . 
debits is an economy and a good thing land N 1 district an opportunity to connect with a company 
for the unattached agent. ie — that’s right, in a territory that’s right, under 

riefiy ne unattachec agen is one ; . . 
who has no assistant superintendent Rearranges Jersey Territory the right kind of a contract. 
over him. The assistant is eliminated The John Hancock Mutual is consum- 


and there is some saving to the company | Mating a rearrangement of its agency ° — = “AIAICY , 1s rec 
7 and additional compensation to the unat- | operations in that section of New Jersey Openings in: OHIO, PI -NNSY LV ANIA, W EST 


tached agent. at present included in the Jersey City VIRGINIA, KENTUCKY, ILLINOIS, INDIANA 


The unattached agent approaches the | Hoboken and Bayonne agency It will and MICHIGAN. 
status of a solicitor in an ordinary] hereafter be covered with two agencies 


agency. He reports only to the general] Jersey City and Hoboken. The Bayonne 
agent or manager. He takes care of his] agency will be merged with Jersey City Address in confidence: 
own books and is not supervised at every] Superintendent Brahe of Bayonne will 
turn by the assistant superintendent.] continue to represent the company in 
For this, in the Metropolitan Life, he re- | another capacity 

ceives an additional 1 percent on his in- eee i HE CLEVE LAN D LI FE 
dustrial business and 2% percent on the : 


J. P. Gerling Transferred 


ordinary business. 
Obviously the unattached agent must J. P. Gerling, who has been located in INSURANC ‘E COMPAN ‘ 


be a man who has proven himself in the] Beloit, Wis., as assistant superintendent 


life insurance business and one who thor-| of the Madison district of the Prudential WM. H. HUNT, President 


oughly knows what he is up against./ has assumed charge of the Rockford 


Men of this calibre appreciate the free-| Ill, district with headquarters at Rock ® 
dom allowed them as unattached agents] ford Mr. Gerling has been in Beloit Home Offices Cleveland, Ohio 
as well as the extra compensation, and/ for about three years His successor 


are willing to perform some of the func-] there is Edward Curtin of Madison, who 
tions usually assigned to the assistant} takes over the district managership at 
superintendent, such as running down] once 

the addresses of policyholders who have 
moved, ete. No agency is made up en- : 

tirely of unattached agents. There are Honor Kansas City Manager 


usually a number of staffs under assist- Several officers of the Metropolitan 














= = ==, 


the attached agent, only more is expected] of that city. The dinner is the reward 


OuPany / 

of him. Only the good men are unat-| to Mr. Adams and his organization, for XS W Ord ite In 
tached and unless they show themselves] winning the contest for best all-round THOIY L/. 4 ASHIQNCE 
better than average and prove that they] results for the period ending with Jan- 
are able to operate without close super- uary, 1924 Mr. Adams won this contest Ly 
vision they cannot remain in this capac-| against all the districts, about 50, in the USlt 14. r/ é ASUTCGACE 
ity. United States. Henry Miller, second vice- 

The close supervision and instruction president of the company, is the official ° 
d given under the regular industrial plan] donor of the dinner A. F. C. Fisk, third reall S Accident Insurance 
of operation is one of the principal fac-| yjce-president and son of the president 
tors in the upbuilding of the huge] wi}! also be present, as will F. L. Moran 
weekly payment companies There is no superintendent of agencies, and Robert MORE THAN S 30 00 00 0 
indication that the assistant superintend-| Browning, supervisor. A luncheon meet- q 9 bd 
ent is to be entirely eliminated—in fact 


he is still the bac kbone of the industrial —, = ge i P yp aa Aen agg 1 wy he ane Paid in Claims durin the last 90 Years 


System, 








NATIONAL | 










ant superintendents and then an unat-]| Life will be in Kansas City to attend LIFE AND | 
tached staff. The unattached agent is|a dinner, March 26, in honor of L. L \Y oa 
under the same rules and restrictions as} Adams, manager of the Westport district ore 








sented, to meet the visiting officials 


C.A.CRAIG, Presipent W.S. BEARDEN. Secx-Treas 





Prudential News C. E. Prost Dead 


Application of the fact that “a good Charles E Prem, ey aupertn- VTHE NATIONAL LIFE A ACCIDENT INSURANCE @'¥ 
start is half the race” is shown by the tendent of the Zanesville , district o 4 





way Division Q hustlers of the Pruden- = hay — a = a —s _ { 
j , > re _ o . . ¢ ee afte a ess > oO eeks ; 
tial have entered the contests for 1924 Mr. Prost has been with the Prudential HOME OFFICE: NATIONAL BUILDING 





leadership. In the industrial branch the] ¢.. 50 veare i aie ell kno . 
competition is especially keen among the —_— =e eS See wo — NASHVILLE — T ENNESSEE 


~ Zanesville. 
| following agents whose work has placed 

















them in the forefront of the division : SS = 
producers: Metropolitan Contest — — : = : Siete aE aE 
- = . P - —SeEa —— __________._- se —— 
E. R. Hinds, Los Angeles No. 3; O. ¢ PORTLAND, ME., Mar. 18.—One hun- = was: fo the east of Tha 
Stegner, Los Angeles No. 2; Raphael! dred representatives of the Metropolitan s National Underwriter ky 
Klein, Los Angeles No. 2; W. E. Penturf,; Life in Portland and Lewiston districts ennual su 














Los Angeles No, 2; Charles Heller, Los| met here last week to stage the last 





witietasa 
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The Eyes of the World Are Centered on 


LOS ANGELES 


Beautiful! Delightful! Prosperous! 


It has been termed the “Magic City’’ by reason of its 
astounding and almost supernatural records of progress. Its 
growth is unprecedented and its future certain. Every branch 
of business is sharing alike in this field of opportunity. ‘“Things 
are humming” the year ‘round. Weather conditions do not in- 
terrupt the day’s business. Hardly a month passes but that a 
new record is made in some line of endeavor. 


There Is Profit in Progress 


_ _ Come to Los Angeles to Live,—where opportunity is un- 
limited in the life insurance field. Prosperity and successful life 
insurance underwriting go hand in hand. 


With our co-operation in the field, you will find that the new 
Multiple Protection Policy which ‘‘pays 5 ways’ will enable you 
to make an enviable record. 


_ Last year we paid for two millions per month of new business 
in eight counties. ; 


For information address 


JOHN NEWTON RUSSELL, Manager 
HOME OFFICE AGENCY 


56 Years PACIFIC MUTUAL LIFE Assets over 
old INSURANCE CO. $#1200.00 


Pacific Mutual Bldg. - Los Angeles 




















FOR 


First Mortgage 
Real Estate Bonds 


WRITE 











Smith, Hardy & Company 
208 S. La Salle St., Chicago, III. 
| The Child’s 20-Pay Life Optional Rides Policy 
of the 


= 





Great Republic Life Insurance Company 


of California 





If you ere interested, write for copy of 
“Making Dreams of Your Children’s Future Come True,” and 


our attractive proposition to agents. 


ful selling features 


E. L. BLACK, State Manager 
P, O. Box 299, 
Newport, Arkansas 


J. R. RAILEY, Manage 
Southwestern Department 
401-2 Mercantile Bank Bidg 
Dallas, Texas 





W. H. SAVAGE, Vice President 
Los Angeles, California } 
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PLANS FOR KANSAS CONGRESS 


W. E. Bilheimer Will Have Entire 
Charge of Sessions to Be Held at 
Hutchinson, March 22 


A new plan is being followed this 
year for the fifth annual sales confer- 
ence of the Kansas Life Underwriters 
Association. The conference will be 
held at Hutchinson, Mar. 22. The prac- 
tice in previous conferences has been 
to have the men of long experience in 
life insurance discuss particular topics 
trom their own experiences and point 
out the weaknesses and strength of the 
particular plan. Then there were ques- 
tions and also discussions by other men 
of similar or allied experiences. This 
year W. E. Bilheimer of St. Louis will 
conduct the entire program. 

Bert S. Berry, president of the Hutch- 
inson association, will open the program 
with an address of welcome. Then Mr. 
Bilheimer will take charge and will dis- 
cuss the following topics: ‘“Fundamen- 
tals of Life Insurance,” “Unusual Meth- 
ods of Approach,” “When to Get a Man 
Examined,” “How to Meet Competi- 
tion,” “How to Meet Objections,” 
“Where to Get Prospects.” 

At the afternoon session Mr. Bil- 
heimer will present a discussion of these 
topics, concluding with an actual clos- 
ing demonstration: A Day in the Coun 
try Soliciting; Three Ways to Double 
Your Business; The Greatest Sale in the 


World; Actual Closing, Before Audi- 
ence. 
At the annual dinner in the evening 


Mr. Bilheimer is the chief speaker and 
will give the lecture he has delivered 
more than 2,000 times to life insurance 
men in the United States, “Champion- 
ship Stuff.” 
-_ =. 

Fond du Lac, Wis.—The Fond du Lac 

association at its regular monthly meet- 


ing had about 25 present. The meeting 
was preceded by a get-together dinner. 
Past President S. D. Boreham and U. S. 


O'Connor were the principal speakers of 


the evening, Hugh J. Crosby of the Wis- 
consin Life not having been able to at- 
tend. Mr. Boreham spoke on “A Com- 
parison of the Old Line and the Frater- 
nal Insurance,” and Mr. C’Connor on “The 
Advantages and Disadvantages of Term 
Insurance.” Mr. Crosby was scheduled 
to speak on “The Distinction Between 
Net Premium and Single Premium for 
Life Insurance.” The program outline 
for the coming year was presented for 
the approval of the membership, and 
was heartily endorsed. The program 


calls for 11 topics of technical and gen- 
interest. Richard Uber of the 
Life at Hartford, Wis., spok« 
the close 
= 
New Orleans, La.—Life 
ehurch finances were discussed 
luncheon meeting of the association, Life 
endowments for churches and 
and educational institutions 
were advocated by George H. Terriberry 
Robert S. Coupland, rector of Trin 
copal church, and Lewis hb. Haw- 
secretary of the Young 
Association 
eventually 


eral 
Bankers 
briefly 

insurance and 
at a 


insurance 
charitable 


Rev 
ity Epis 
general 
Christian 
Churches that 
ved of their 
on of bu 
sled to ontinue 
sistance 


be de 
the ex 
districts will be 
work if given 
endow 


will 
parishioners by 
iness 
their 
through life in 
me Dr. Coupland said 
wrateful for aid extended 
youth find no saner method 
ne their appreciation Mr 
said rsing the pli 
irance be this nature 
Hawkins 

akers Ww Frank 3S 
of the association; T. ID 
William H. Brow Peter hpes 


urance 
Men 
them 


who felt 
in their 
of 
Terri 
In 
fre« 
explained 
Whitten 
What 


nts 


can ex 


ends in 


of 


in 
quests are 
Mr 


ere 


At a recent meeting of 
constitution 
leh it is 
lation te 


Teroento, Ont, 
thie Toronts 3 xo 
vere adopted wh 
the assoc 
business-like way 
effectiveness The 
themselves 
part- 


carry on In @ more 
and with 
Toronto 


in this 


increased 
expressed 
regarding 


men have 


constitution the 


time agent in no uncertain way, mem- 
bership in the association being strictly 
limited to whole-time representatives of 


legal reserve life companies, a whole- 
time representative being defined in the 
constitution as follows: 

“Wherever in this constitution § the 
words ‘whole-time representative’ occur, 
they shall be deemed to mean anyone 
whose occupation is connected with the 
selling of insurance, provided he is em- 
pliyed as a bona-fide whole-time repre- 
sentative of a regularly authorized legal 
reserve life insurance company and his 
main earnings are salary or commission 
or both salary and commission received 
from such company.” 

es @ 

Birmingham, Ala.—At the meeting of 
the Birmingham association Friday, an 
unusual program was scheduled. Some 
stock objections were listed for three- 
minute answers by those present and a 
very lively meeting resulted Such in- 
terest was taken that almost every one 
present took a hand in the discussion 
“Can't afford it,” “I want to talk with 
my wife,” “My wife's folks are rich,” and 
the man who did not want to leave 
money for his wife's second husband to 
handle, all received attention. President 
W. I. Pittman called on members to 
speak when they did not do so volt i- 
tarily. 

Routes proposed by railroad men to 
the Los Angeles convention were dis- 


cussed in detail but a proposition to make 
a special car party as has been done 


up 
by the Nashville association was not 
acted on Nathan H. Weed, manager of 
the “Insurance Salesman,” was a guest 


ok a * 

Oklahoma City, Okla—An attendance 
drive in progress among members of 
the Oklahoma association, for a special 
meeting Saturday afternoon. The feature 


Is 


of the meeting will be a discussion of 
life insurance and education, by Dean 
Adams of the school of public and priv- 
ate business at the University of Okla- 
homa, Norman 

ok ok * 

Lowell, Mass.—‘Conservation of the 
Interest of the Policyholders” was the 
topic of a meeting of the Lowell asso- 
ciation. N, J. Benoit, manager of the 


emphasized the 
of prompt collections and harmony of 
purpose in representatives of the com- 
panies handling weekly premium collec- 
families. Ww. C. Don- 


Prudential, importance 


tions in the same 
nelly of the John Hancock gave a talk 
on elimination of arrears through regu- 


visits A. G. Foster of 
the legal obliga- 
through the col- 
payment at 
Sev- 


appointed 
Aetna illustrated 
o: a life company 
lection of the first premium 
the time the application is written. 
eral others gave talks Attention 
was called to the National Association 
convention in California in July and the 


larly 
the 
tion 


short 


Sales Congress in Boston Mar. 29. 
* * * 

Evansville, Ind.—At a meeting of the 
Evansville association Saturday, A. L 
Holland, district superintendent of the 
Metropolitan Life made the principal 
address W. C. Seott of Louisville, Ky., 
was the honor guest at the meeting 

* * * 


Warren, O.—William L McPheeters 





manager for the Union Central in Cleve- 
land, addressed the March meeting of 
the Warren association After touching 
upon several practical phases of sales- 
manship, the work of the state associa- 
tion was presented, and the local under- 
writers voted to join that body 

Fourteen local associations are now 
iMilianted with the Ohio Association of 
Life Underwriters 

* * + 

Ashtabula, O—John H. Byrne of the 
Penn Mutual in Cleveland, addressed the 
Ashtabula association Mar. 14 The at 
jtendance was the largest in some time 
Plans were made to compile a list show 
ingg the depreciation of estates probated 
jrecently in the county, similar to a list 
issued some time ago by the Cleveland 
ascociution, 

SS = 

Southwest Texas—The organization of 
thie outhwest Texas Life Underwriters 
Association at San Antonio was a feature 
lof the Sales Congress, held in that city 
last weel The new association has more 
than 300 charter members, with the fol 
lowing officers: O. Db Douglas, president; 
S. M. CGioldstein and A. H. Frazier, vice 
presidents k D. MeCrum secretary 
treasure! The new association is to be 
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affiliated with the National Life Under- 
writers Association. 

Some 450 life insurance men from the 
San Antonio district and other sections 
of the state attended the two days’ con- 
ference. W. E. Bilheimer of St. Louis 
and John M. Scott, state insurance com- 
missioner, were the principal speakers 
Mr. Bilheimer made several talks cover- 
ing actual experience in selling, how to 
overcome objections and how to size up 
prospects. The insurance commissioner 
discussed the insurance situation in 
Texas and the outlook for the present 
year, 

x * * 

Green Bay, Wis.—The second meeting 
of local men interested in the formation 
of an association of life underwriters 
will be held soon in this city. A dis- 
eussion will be held on the by-laws to 
he adopted by the board and the by- 
laws of the Milwaukee association will 
be read. The meeting will elect officers 
and committees will then be appointed 
F. W. Kerwin and R. F. Malia of the 
Green Bay Association of Commerce wi 
meet with the 25 insurance agents who 
are expected to atte 


Farge, VN. DC: 
Its Relation to Insu 
ject handled in an interesting manner 
by Dr. John Lee Coulter, president of the 
North Dakota Agricultural College at 
the second of the monthly gatherings 
held at Fargo by the members of the 
North Dakota associatior ‘oulter 
said that in order for our nation to en- 


dure as a great nation and for our civili- 
zation to continue as it is, we first of all 
must have these fundamental thoughts 
in mind: First, to carry a reasonable 


amount of insurance payable to one's 
dependents, taking out such insurance 
when young and increasing . 
income warrants: second, to get 
on American property, thus assuring 
all Americans would like to own ¢ I 
of their government; third, the belief in 
Christian institutions and educational in- 
stitutions Dr Coulter suggested, after 





property had been accumulated and one 
was sufficiently insured with protection 
to others, it would be meritorious then 
to create endowments or scholarship 
funds of educational institutions, thereby 
creating a memorial for the person tak- 


ing out the insurance, and making the 
school or church a beneficiary Several 
out-of-town members of the association 
were in attendance 
Ss s 2 
Richmond, Va.—Dr. J. A. ©. Chandler, 


president of the College of William and 
Mary, delivered an address before the 
Richmond association at its March 
luncheon-meeting on the subject of “Life 
Insurance and College Finances.” Dr 
Chandler led up to his subject by point- 
ing out that statistics show that only 1 
pereent of the men of the country get a 
college education and yet 75 percent of 
the leaders in business and professional 
circles are college men This, he as- 
serted, ought to convince the most scep- 
tical that a college education is worth 
while. In showing how life insurance is 
applicable to college finances, Dr. Chan- 
dler stressed the following four points 
] If a father wants his son to obtain 
a college education, there is no better 
way to guarantee the fulfillment of this 
desire than for him to take out insur- 
ance, either in endowment form or other- 
wise for the benefit of the son, 2. When 
aman is going through college he should 
carry life insurance which would enable 
him to borrow sufficient money for him 
to finish the course, in the event it be- 
comes necessary to negotiate a loan 





Agency, Northwestern Mutual Life, who 
talked on “The First Call”; Manford Mc- 


Millan of the Prudential, who dis« 
‘Income Insurance”; 


of the Carson Agency, Equitable 
who talked on “The Value of the 
Association News’.” 





President E. L. “Kit” Carson of 


association brought the meeting 


close with a spirited appeal to men 


to maintain the spirit of the org 


tion by prompt and regular attendancs 
William Van Altena of the Penn Mu- 
tual Life will be presiding chairman 


the next meeting early in April. 


Omaha Insurance Dinner 


J. B. Reynolds, president of the Ameri- 


ean Life Convention H N 
Omaha insurance man, and Ballard 


editor of the Omaha “I will 
the Omaha insurance men at the 
ner, Mar. 28. This will be of 


general meetings of the insurance 


of the Omaha Chamber of Commer 


‘ussed 
George Hanson of 
the Old Line Life, who talked on “Build- 
ing a Clientele”; Guy A. Blaisdell of the 
New York Life, who discussed “Growth 
and Development”; and I C. Baldwin 
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life insurance service. 





THE MUTUAL LIFE 


Life, The Mutual Life Insurance Company of New York has a 
‘Life record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
to a harmed, and to-day, as a result of eight decades of endeavor, 
eers offers financial strength, reputation, magnitude, leadership, and 


in at Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 


1 Duna. of New York 
bie 34 Nassau Street, New York 
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Policyholders’ 


50.97% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1923 was upon applications of 
members previously insured in the Company. 
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N MUTUAL De 
Ps Kies SLO 


MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 






Once a Policy- 
holder—Always 
a Prospect. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
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If, upon finishing college, he should | 
feel that he is indebted in any way to} 
his alma mater for the education he has | 
obtained, the most practical way of pay- 
ing the obligation is to take out insur- 


| 
| 
ance, preferably endowment for the | 
benefit of the college 4. Should a mat 
wish to leave his alma mater a portion 


of his estate at his death, the safest way 
to have his wish attained is to make the 
college beneficiary in an insurance policy 
instead of relying upon his estate which 
would not yield sufficient funds for the 
purpose | 
* + * 
Milwaukee, Wis. Th: largest and 


most enthusiastic meeting ever held by 


the Milwaukee association took place 
last week, When more than 175 life un 
derwriters were in attendance The 
meeting was conducted by W. H. Bendet 
Jt assistant to k, I Kit Carson it 
the Milwaukee agency of Equitable Lits 
The speakers were Milwaukee men 
only drawn from local life insurance 
gencles and conversant with local 
needs and conditions Among the speak 


ers were Victor Stamm, of the McMillan | 


— 





Just Opened by 


MICHIGAN 


ROCKFORD LIFE INSURANCE COMPANY 


ROCKFORD, ILLINOIS 


Good Agency Contracts Direct With the Company 


Apply FRANCIS L. BROWN, Vice-President-Secretary 
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CALIFORNIA STATE LIFE 
Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force over $48,000,000 


Assets in Excess of $5,900,000 
Capital and Surplus over $767,000 


Splendid opportunities for reliable, experienced 
Salesmen bearing proper credentials. 


Write J. R. KRUSE, Vice-President and General Manager. 














MORE ACRES—RICHER SOIL 


Every tiller of the soil in the life insurance field will doubtless be interested to know 
that, when NATIONAL FIDELITY (the pioneer in Junior Thrift insurance) offered 
complete, man’s-size policies to boys as young as ten, it added ximately twenty 
per cent to the eligibles for insurance; increased by one-fifth the acreage to be 
cultivated and harvested. It went further and provided a proven, efficient process 
for securing a good crop. 

These are vital, practical matters. If they appeal to you and if you want the evidence 

Write to 


NATIONAL FIDELITY LIFE 
Insurance Company 


Home Office Kansas City, Missouri 
Ralph H. Rice, President 





COMPANY EXECUTIVE 
DEFENDS PART-TIMER 


(CONTINUED FROM PAGE 3) 


business. They cannot get the business 
that these small part-timers produce. 
They cannot even spend the time going 
after it. It would be too small to at- 
tract their attention. Yet it is necessary 
and important business. It is profitable 
to the companies and helpful to every 
community in which it is sold. If it 
should be taken away from all of the 
companies, its loss would be most 
keenly felt and the progress of life in- 
surance would be greatly retarded. 


Life Insurance Not for Few 


“It is all very well to talk about the 
advent of the day when there will be no 
part-timers, and when every case will 
be produced by a full time specializing 
life insurance man. No one in the busi- 
ness today can predict when such a 
state of affairs will come to pass. I hope 
that it never will, I hope that these 
itinerant peddlers of life insurance, if 
you want to call them that, will never 
be eliminated. I hope that in the coun- 
try districts and in the small communi- 
ties, we will always have a certain num- 
ber of men who in connection with 
other duties, will carry life insurance 
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0. Cc. L. BUILDING 


Age Limits from 2 to 60. 


Premium plan. 


Same Rates for Males and Females. 


work for nothing. 


THE OLD COLONY LIFE 
INSURANCE COMPANY 


of CHICAGO, ILL. 


The Company has its Home Office in its own building 
at 166 W. Jackson Blvd. running through to Quincy and 
Wells Street, right in the heart of Chicago’s Financial 
district. 





Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 


Participating and Non-Participating Policies. 
Double Indemnity and Total and Permanent Dis- 


ability features for Males and Females alike. 
Standard and Substandard Risk Contracts, i. e. less 
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ADAMS ST. 
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applications with them and sell a policy 
when ever possible. I hope that the 
residents in the remote parts and in the 
country will always have a chance to 
buy life insurance, and will have the 
subject presented to them as often as 
it is to the resident in the larger cities. 
Life insurance is not intended for the 
select or the few, or for. those who are 
able to purchase it only in large quan- 
tities. It is intended, on the other hand, 
for everyone. In the original concep- 
tion of life insurance there was the 
thought that every man should buy a 
certain amount in proportion to his 
means. In order to strike the right 
average that is what every life company 
should be doing; it should be selling pro- 
portionately as many $1,000 policies as 
$10,000 or $50,000. If we ever get very 
far away from that system of produc- 
tion, we will find ourselves top heavy 
with big cases produced by large city 
specializing agents. A life insurance 
company with only business of that kind 
on its books would not find itself in a 
healthy condition.” 


Program Insurance 
Provides Means for 


Various Demands 


7 pays a life man to keep definitely 
before him the points that can be 
brought out in explaining program in- 
surance. The Missouri State Life for 
example, has listed these in a succinct 
way. 

In the first place there should be a 
clean-up policy to pay a man’s final 
expenses at death. This includes in- 
come tax, local taxes, accumulated bills, 
loans at banks and other places, doc- 
tors’ bills, funeral expenses and miscel- 
laneous expenditures. 

Second, there should be a monthly in- 
come policy to pay the minimum living 
expenses for the family in case of death. 
This should be done according to the 
Missouri State Life for as long a period 
as possible but at least cover the family 
readjustment period of from two to ten 
years. Sometimes the company declares 
it might be impossible to sell a policy 
large enough to pay the entire amount 
necessary to a family to live on even 
for a period of five or ten years. In 
that case sell a rent policy or grocery 
policy for as many years as possible. 

Old Age Income Policy 


Third, there is the old age income 
policy to provide necessary living ex- 
penses on retirement. 

Next comes a policy to educate the 
children. This should take a_ child 
through high school, college or profes- 
sional school. 

Next, the mortgage policy should be 
written in case the man has any lien 
on his property. 

Then there should be an inheritance 
tax policy to pay the federal and state 
taxes. 

Next should come a policy to pay the 
cost of probating the estate other than 
insurance. 

How to Handle the Program 


The Missouri State Life in its sugges- 
tion declares that some agents have 
failed to sell program insurance be- 
cause they have endeavored to estab- 
lish a complete program in the begin- 
ning. A better way according to this 
company in the average case is to start 
with one need and then add others later 
on. The Missouri State Life makes 
this comment: 

“The program method not only makes 
life insurance easier to sell but will in- 
crease the size of your policy. It will 
also increase the persistency of your 
business, for after buying a policy for a 
specified purpose your client will think 
it over seriously before discontinuing 
that contract.” 





Leonard L. Fyster, who is associated 
with his father, L. Bert’ Eyster, in the 
latter’s Philadelphia agency of the Tray 
elers, surprised his friends last week by 
announcing that he had eloped with Miss 
Mary T. Bigelow, a college student of 
Hazelton, Pa 
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ODERN BUSINESS GETTING METHODS 





Many Sales Approaches Are Outlined by 
Speakers Before Annual Sales Congress 


Of New York Association Last Week 


Ir the New York Sales Congress, | However, Mr. Kenny says that he will 
C. G, Kenny of the Mutual Bene-j| reinstate all of this as fast as his clients | 
told I the | find new positions. He is helping ther 





hit ot his success with posit h 
ndless chain system of finding pros-| to do it. 
ts. rel Nn ase wher . 
a He related ee ene ee he | Endless Chain Method 
podria — eg polic y to a magazine illus- Described as True Art 
rator He obtained contact with 
nan by studying the magazines for In commenting on Mr. Kinney’s talk, 


hich the man had drawn pictures and| J. Elliott Hall of the Penn Mutual, 


his conversation with him was seem who presided over this session said, 
ngly surprised to find that his prospect | ~ rhe endless chain is the one best 
was the same artist whose work he had; method of finding prospects It is as 


names as to sell 


nate knowledge otf much an art to get 
‘Have you 


assisted a| lite imsurance. If you say 


His inti: 


» admired 
the man’s work, of course, 


great deal in obtaining his confidence | avy names to give me?’ he will naturally 
d enabling him to write the $5,000] say ‘No.’ Make your question specific 
policy. for instance: ‘What is the name of the 


preside of your company’ Who ts 
Made Much of -ripagecesictes ' ‘ ’ 
— he man that lives north of you 
the Original Prospect bn the train 


Occasionally 


is that fellow that comes in 
with you every morning 
you have to sell the idea to him He 


rhe important thing was that through 


this contact he wrote a great deal mors 
business This artist happened to be] will reply to your request 1 am not 
president of an artists club. He gave] going to sic any life insurance man o1 


| 
him the names of seven other members, | my iriends Phe 
all of whom Mr. Kenny has written, to- | reply should say, ‘Have I pestered you 
taling $104,500 of insurance on an aver-| Are your wife and children any 


iwe of $15,000. He still has 24 members | provided for on account of my having 


agent who gets this 





of the club to see In another case he} sold you insurance?’ The answer to 
sold the sales manager of a small sales! these questions is obvious You cal 
force. The organization over which this; then say, ‘Don’t you think that your 
sales manager presided grew very rap-| triend’s wite and fami better 
idly. From six salesmen it grew to} protected it 1 render same 
1,200 in a period of three years On | service?’ The importa s for 
these salesmen Mr. Kenny has written | the agent to run the conversation. D 


Recently this | not let him run it.” 
Emma H. Ditzler, of the Connecticut 
Mutual, wrote two applications a week 


$800,000 in life insurance 
went into the hands of receivers 


d $60,000 of the $800,000 has lapsed 





all through 1924 She said that this 
was the result of planning and budget 
ing her work. She decided that she 
lust get 100 applications a year, which 
boiled down to a weekly basis means 
week his made 
six days to get the two applications and 
at six hours a day, only 
the week to get the two 


She said that most life insurance agents 


1 
two applications a 


36 hours during 
applhicati ns 


"dase 
overlooked young girls as prospects 


She said she was glad of it because it 
gave her very littl competition She 
said that one thing to remember in this 
connection is that most young girls he 
tween 18 and 25 vears of age will lhe 


married withi years and will 


have a decided intluence over their hus 
bands. It may help to write lie insu 


Miss Ditzler 


ance on the man 


she spends a good deal of time 

her work. kach day she ar 

i¢ prospects in a given neg 
borhood. In this way no time is wasted 
She never waits tor a prospect who is 
busy but goes on to another one who! 
is in the neighborhood. She said that 
she built her business first by budget 


ing her business, second by budgeting 
her time, third by the endless chan 
method and fourth by serving needs 
Explains Why He Took 
Up Life Insurance 
Stuart D. Warner, witl 
tual 1s i man who had 


- 


business experience before entering life 

surance work \bout a vear ago Mr 
Warner was sold a monthly income pol 
cy He was so in 


sibilities of this plan that he went t 


ey Re : ' ‘ ' 
SOT mh and asked to ee allowes to 
! 


write msurance on a pat time basis 


He was told that if he 


| to keep close tab on him by 


amount ot business such an arrangement 
would be satisfactory but after two 
weeks’ instruction and writing on part 
time he went to it on a whole time 


In eleven months he wrote 60 cases 
r an average of $15,400, 

Mr. Warner in his address said that 
he took out his first life insurance pol 


1 


icy 17 years ago and had bought be- 
tween that time and the time he took 
policy $40,000 of life 
msurance He said that he literally 
bought the None was sold 
to him until a year ago 

Mr Warner gives a 
credit tor his success to his wife, whom 
he calls his manager. He said 
that he has made it of interest to her 


out his mcome 
insurance 
good deal ol 
sales 
assigning 
all his renewals with the Penn Mutual 
Every night that he comes 


home she asks him how many calls 
he made, how many interviews he suc 


ceeded in having and how much insur 
ance he sold She ts also ot great as 
sistance to him in zoning his prospects 
tor him With his prospects thus ar 


ranged he does not waste any time 
and keeps busy all day k ne He said 
that he has never vet ! 
see all the pre spects that he planned to 


ven able to 


sce i a single da\ 
approach he says to 
Smith 


In making at 
the secretary, “| want to see Mr 
and explain an income proposition to 


him.” He opens up his sales talk by 


talking income insurance, although he 
frequently writes other plans. He said 
that one advantage of modern lite insur 
ance is that it is custom made You 

Mr case which will 

tere agent ho have been troubled 
witl approaching ac 

















CENTRAL STATES LIFE 


_INSURANCECOMPANY 
SAINT LOUIS) 





























All Ages up to 65 
Participating and Non-Participating Policies 
| Standard and Sub-Standard Risks | 


| Prompt Service | 








| Excellent territory for General Agencies 
open in Illinois, Minnesota, South 
Dakota, Kansas, Missouri, Wyoming and 
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Originally they were all 
in the States shown « 


Now they are scattered 


District of Columbia, in ( 
Africa, Italy, Servia, Ne 


Clause { 


or restriction as tl 
No claim has ever been conte 


Free health examinations for 


ime interest carnings 0 


ratio 6.6; 


Extra dividends will be paid fj 
beginning July |, 1924 


For unusual General 
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‘*All Over the World”’ 


Ihe Midland Mutual now ha 
Mid landers 
mn the map below 

All Over the World 
They live in every State in the 


a 


rway, India, China and Japan 


sc their pol 
travel or residence in any country 


They renew persistently becau 


ted or compromised 
policyholders 


In 1923 the mortality was only 


Agency Opportunities, write 


Insurance Co. 


‘Its Performances Exceed 


ADMITTED ASSETS OVER EIGHT MILLION 


+ 


. 


33,000 policyholders 


which means they lived 


Union, in every territory, in the 
nada, Mexico, South America, 


cies Contain no war 


of the expected 


cvholders for the dividend year 


The Midland 
Mutual Life 


Its Promises’’ 


Columbus, Ohio 





a er ec er ce ct cc cc cc cc ce ec ce ee ee ee ee ee 











= 








28 THE NATIONAL UNDERWRITER March 20, 1924 











- 





quaintances. Mr. Warner was spending 
his summer at a resort in the Connecti- 
cut hills. He became well acquainted 


» 
with a man of some means but he said New Policies 
that his friend was not very communica- 
tive and he did not feel right about ap- 


} 

| proaching him on the proposition of life . - 
| Reliable | insurance. He said he, therefore, used | New and appealing line of 
| | 














a close friend of his as a “plant.” One | policies being written. 


evening on the porch of the hotel he 


solicited this friend for income insur-| | Raeteg exceptionally attrac- 
ance. He saw to it that they were} ° 
. within earshot of the wife of his pros-| tive. 
| || pect. His friend, who was, of course, 
| |] “right with him” all the way through | Unusual contracts toagents. 
| \f| the solicitation, asked questions which] = ‘ 
| brought out all the features that Mr Several splendid agencies . 
Warner wanted emphasized. | 


| open in Iowa. 


rhe next morning Mrs. Brown, the} 
wife of his prospect said to him, “Mr. | 


| 
| 
| 
HI 
WHO AIM 7 O WIN Warner I wish you would arrange my 
husband’s life insurance for him. It is 
| 
| 
| 
' 
| 


Write for information. 


not in very good shape in my opinion. Louis H. Koch, President 
He keeps putting it off and doesn’t do 
anything about it.” 


Mrs Brown,” 7 fae NATIONAL 
| can get direct Agency con- ae eo should speak to me AMERICAN 


“No, don’t wait for him to say any 
} > h thing,” said Mrs. Brown, “he will just LIFE INSURANCE COMPANY 
tracts wit \f| keep putting it off.” ; 

Just then Mr. Brown came upon the Burlington, Iowa 

porch of the hotel and Mrs. Brown 








hailed him. She said, “John, 1 wish you 
would let Mr. Warner arrange your 


e s . 
li > ins < -e < Oo and 
Northwestern Union ts UHT I To’ a that some day.” si 
e Mr. srown. ; 
“No,” said she, “I think he gk 
Life Insurance Company ate WL EE 


if| Mr. Warner’? 











ACTUARIES 











Ottawa, Illinois “Let’s see,” said Mr. Warner, “I am 
busy tomorrow and the next day is 
Sunday. I believe Tuesday would be ONALD F. CAMPBELL 
. the earliest that I could take care of CONSULTING 
Address T. O. Berge, Agency Director I] the matter.” ACTUARY 
So Mr. Brown consented to an ap- 343 S. Dearborn St. 


Telephone Harrison 3384 
CHICAGO, ILL. 


pointment for Tuesday and as a result 
of the interview Mr. Warner wrote a 


—————— ——— ————— aa = | $50,000 policy. 











Three Way Approach Is 
: Successfully Used A. GLOVER & CO. 


Clancy D. Connell, who talked on sell *® Consulting Actuaries 
ing old age income insurance said that Life Insurance Accountants 


he emphasizes that there are actually Statisticians 
The Systeman three ways of dying. The first is old 29 South La Salle Street, Chicago 

age, the second is permanent disability 
and the third is death. One of these 


@ 
three things is bound to happen to A ies & Exami 
Securit Holder ai se ak te cin OHNE. HIGDON j turin # boar 
old, that i admitted proposition Kansas City, Me. 











Is an 








You may become disabled and then get | 
old and then die. One of the three or 


} 
all three may happen to you. Mr. Con | RANK J. HAIGHT 








A highclass leather container for 
policies of all kinds, bonds, and 





nell said that he thought it was good 


























| 
CONSULTING 
other valuable papers. | psychology in selling income insurance ACTUARY 
; | to —_ the mene Oe the year, That | 816-813 Hume-Mansur Bldg. 
It gives your client a service. ee ae ee ee ee INDIANAPOLIS 
| an income of $1,200 a year but quote - Bldg. DES MOINES, IOWA 
, . the premium monthly. ubbell ‘ 
: It gives you a record of his In selling insurance as an investment, 
insurance, dates of maturities, he said, it is well to point out that in- | 
. . | surance is always purchased on a ris-| REDERIC S. WITHINGTON 
expiration of terms, dates when ing market. It is always going to cost CONSULTING ACTUARY 
policies are full paid. more if you put off buying it. To a Re ee een 
: } man whose wife has an established in . 
You cannot use them without } come of her — Me is —_ to say, Be! 
. . |} you want to be dependent m your Old | 
making money through their use, } age on your tather-in-law or your wife?” | T J. McCOMB —_ 
i ; nN ap oat 2 n ate I as Sé COUNSELOR A A 
as a trial will demonstrate. | .  meewe hin nate fi iend | ° SONSULTING A POARY 
Price is $2.25. in bed yesterday morning and | was| ag oe ee 
| thinking about you. Out of all these and Examinations Made. Policies 
uncertainties of lite why don’t you pin and all Life Insurance Forms Pre- 


There is a larger size at $3.15. 


down one thing that is absolutely sure pared. The Law of Insurance a 
- | Specialty. 


not to fail.” Colcord Bidg. OKLAHOMA CITY 
Leon Gilbert Simon of the Equitable, | 
told how a policy was sold to pay in 


Send me the attached slip and look over the Holder. heritance taxes for a young man, 23 


Liberal quantity discounts. 


























| years of age, who had no assets greater | H. NITCHIE 
“SSeS eee we ee ee ee than the amount of one premium on al bd ne ACTUARY 
I would like to examine a Systeman | $10,000 policy. It was found that this pn wey tay »6.1.3%> 
E. a KAUFMANN ! Security Holder. If I decide to keep it man could not be reached by any of the , . an: CAGO 
| I will remit $2.25 within ten days. If not, ordinary arguments for life insurance 
900 The Rookery j 1 will return the holder. However, he was so sure of himself and 
so certain of the great tortune that he 
209 So. La Salle St. I was going to pile up that Mr. Simon] VLIAR G BARVEY 
Chicago, IIl j Name — }and an agent who was working with CONSULTING ACTUARY + 
8°, ; him were able to convince him that he| Chemical Building ST.LOUIS MO. 
j Address .... | should purchase money to provide in-| 


heritance taxes in advance while the 
low rate was offered to him 
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STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 
TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE $3 CONSERVATIVE 


The Growth of Oak The Solidity of Granite 


On Agency Matters Address, CHARLES F. COFFIN, Vice-President 



































Great Northern Life 


Insurance Company 


110 S. Dearborn St. 
Chicago, III. 


H. G. ROYER, President JOHN A. SULLIVAN, Vice-President 
Cc. O. PAULEY, Secretary 


Life insurance agents these days appreciate 
the importance of a moderate sized com- 
pany. It forms a healthy influence in the 
business of life insurance. The Great 
Northern Life appreciates and values the 
services of its local representatives. The 
agent of the Great Northern Life is close 
to the home office. His individual prob- 
lems receive most careful consideration. 
His is a worthwhile position. 


Capital, $225,000 


Insurance in Force, Over $18,000,000 


Surplus, $166,174 











An Old Line Legal Reserve 
Company has desirable General 
Agencies available in Illinois 
and Missouri for men who can 
furnish records as producers and 
organizers. This is an unusual 


opportunity for the right men. 


Address G-65 


Care The National Underwriter 





























A Book Long Needed in 
The Life Insurance Field Now 
To Be Published 


A DICTIONARY OF LIFE INSURANCE TERMS 


FOR NEW AGENTS FOR OLD AGENTS 
FOR STUDENTS OF LIFE INSURANCE FOR OFFICE EMPLOYES 
FOR COMPANY OFFICIALS FOR ACTUARIES 
FOR POLICYHOLDERS 


THE DICTIONARY-ENCYCLOPAEDIA 
OF LIFE INSURANCE 


By J. A. Jackson 
A Dictionary of Terms—An Encyclopaedia of Life Insurance 








Around the subject of life insurance, over a long period of years, has grown up a vocabulary almost as 
peculiar and distinct as that surrounding the practice of medicine, confusing the layman and “stumping” even the 

gent and actuary to explain, if not to understand. 

Hundreds and thousands of words and terms are “Greek”’ even to many in the business. How often are 
you confronted with such apparently simple questions as “What is the reserve?” “‘What do you mean by cash value?” 
“What are ‘premiums,’ ‘refunds,’ ‘dividends’? “What are ‘options’? ‘Accelerated endowments”? ‘Gross.’ 
‘Book.’ ‘Office.’ ‘Net,’ ‘Level,’ ‘Single,’ ‘Premiums?’ ‘‘What does ‘Loading,’ ‘Selection Against the Company,’ ‘In- 
surable Interest’ and a host of other expressions that have grown up about the policy contract and life insurance practice 
mean, an understanding of and the ability to define which are essential to the life insurance man? 

The plan of the work is “unique.” ‘The words or phrases to be defined do not appear alphabetically in the 
body of the book, as in an ordinary dictionary, but by number, related terms being grouped together insofar as that is 
practicable. ‘To findthe definition of any term or phrase, consult the alphabetical index for the number of the word 
or term to be defined. Turning then to the body of the work, the number will be more quickly perceived and identi- 
fied among the many terms discussed than would the word itself in the ordinary way. 

The special advantage ot this plan is found in the fact that related terms thus grouped define each other in a 
measure, often giving the inquirer a more comprehensive view of the meaning of any single term than would be prac- 
ticable where related terms are far apart in the body of the work as they often of necessity are, when arranged alpha- 
betically. Everyone will realize that, in studying the meaning of a word or term, it is often desirable to compare 
s} nonymous terms or expressions, though to do so one must search again in the body of the book for the synonym or 


related term if indeed he realizes what particular term or expression he needs to find. 


By reason of the topical arrangement of this book, we have not merely a dictionary, but a TEXT- 
BOOK OF LIFE INSURANCE, with the further advantage that, opening the volume anywhere, one may 
read right along as a continued story or discourse, what follows at any stage being intimately related to 
what precedes. 

The value of such a book lies naturally in its accuracy 

] 
ae aegeee a NATIONAL UNDERWRITER COMPANY. 

The fact is that the definition or popular explanation 
ot anything technical is very difficult. Mr. Jackson has 
been working virtually his whole life time on the material Please send as soon as issued one COpyv of Jack- 
for this book, hoping that it will become his monument son’s DICTIONARY-ENCYCLOPAEDIA OF 
aaeal : ; . arcente me of ss d: ‘fe in- Le ie aN SON EWES CL A EB, } 
and that it will be accepted as one f the tan ard life in LIFE INSURANCE.” for which I agree to aan 
surance works. His long experience as a writer and in- ¢9 59 on delivery 
tructor equip him not only with the knowledge of life in- i 


surance phraseology and terms, but the ability to explain 


Cincinnati, Chicago, New York. 


the mm imy ly al d clearly. ‘I he definitions have been pre ne \ ; 
over by several of the well known New York actuarie eVaENC 
and Mr. Jackson guarantee that they are to be relied 
upol 

You will need this fine addition to life insurance 
literature in your office. 

We should be greatly pleased to receive your reserva- Address 


or a copy on the blank below. 


Company 


, alata ' { book vill have to buy BUT ONCE and it 
THE NATIONAL UNDERWRITER CO. permanent part of your equipment 





